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Avoip slow-moving mer- 
chandise. Handle only the 
best goods. Concentrate on 
nationally advertised lines. 

“With these principles in 
mind,” writes Mr. E. F. 
Hickey, of the Hickey Elec- 
tric Co., Atlanta, Ga., “I 
decided to concentrate on 
one make of ‘B’ Battery, 
and my _ selection was 
Eveready. 

“The results of this pol- 
icy have more than met my 
expectations. I have sold 
more ‘B’ Batteries and with 
less sales resistance than 
ever before. It certainly 
pays to handle the product 
that is generally regarded as 


being the best, that is well 
advertised, and then push it 
for all it is worth. ‘B’ Bat- 
tery business is a substantial 
part of any radio dealer’s 
business, the battery is vital 
totheset.... Tobuildupa 
profitable radio battery busi- 
ness the first requisite is to 
handle the Eveready line.” 


Salesmen who educate 
their trade in sound mer- 
chandising principles will 
find dealers ready and fre- 
quent buyers of Eveready 
Radio Batteries. 

Manufactured and guaranteed by 
NATIONAL CARBON CO., Inc. 
New YorK SAN FRANCISCO 


Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ont. 


EVEREADY 


Radio Batteries 


~they last longer 


EVEREADY 


Eveready means more and easier sales 








EVEREADY 
HOUR 
Every Tuesday at 
9 2. MM. 


Eastern Standard 
Time 
For real radio en- 
joyment, tell your 
customers to tune in 
the Eveready Group 
Broadcast through 
stations 
WEAF New York 
WJAR Providence 
Boston 
Philadelphia 
E Pittsburgh 
Buffalo 
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N a very few days every jobber 

will receive our annual question- 
naire asking for figures on their 1924 
sales of various key products and also 
total sales for the year. In the past 
years, these statistics have been col- 
lected by THE Jopner’s SALESMAN and 
compiled in a way to give a complete 
and accurate picture of the size and 
importance of the electrical jobbing 
business. No other agency under- 
takes to do this work, and the results 
of our survey are looked forward 
to with increasing interest as the 
years go by. Not only are the job- 
bers themselves interested but many 
outside individuals and agencies have 
requested quantities of reprints of 
the articles embodying these data. 

Therefore, we wish to impress up- 
on each and every jobber that his 
co-operation is not only necessary but 
is in a way obligatory, if he has the 
interests of his industry at heart, and 
desires to have the world know the 
importance of the jobber’s place in 
the sun when it comes to the mer- 
chandising of electrical products. 
Please help, then, by filling out and 
returning your questionnaire at the 
earliest date possible. 


* ca * 


MOUTHFUL was uttered re- 

cently by a certain Harry Fogel- 
man in addressing a meeting in Chi- 
cago. He said: “Salesmanship is the 
art of securing, not procuring—too 
many of us are procuring. Procur- 
ing is to get, but securing is to hold 
~salesmanship is the art of securing 
yrofitable patronage today, tomor- 
ag next week, and next year. Some 
of us are satisfied with the first sale 
and forget all about it. If the first 
sale is a satisfactory sale that man 
becomes a repeater, and the repeater 
becomes a permanent customer, and 
the permanent customer becomes the 
profitable patron.” 
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Rigid Conduit 
that Bends 


WO HUNDRED and 

twenty miles of Sher- 
arduct is in service in the 
Equitable Building, New 
York. Graham, Burnham 
& Co. Architects. 


Sherarduct is an alloying ot 
pure zinc with steel pipe under ’ 


intense heat, further protected 
by 0 4ethtnn cour eens ANATIONAL METAL MOLDING PRODUCT 


resisting enamel. It bends easily 
and is as smooth inside and 
out as an ice coated sidewalk. 


4 —— S® National Metal Molding Company 
ational Products 
? 1475 Fulton Building, Pittsburgh, Pa. 
ae ary Represented in All Principal Cities or 
4 (26) 
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Editor’s Page 


There’s No Fun in This Funny Business 


66 ELLING is a funny business,” writes 
. Jay L. Smith, who sells electrical sup- 
plies in Matamoras, Pa. “We are always 
stepping on somebody’s toes, or maybe their 
corn or bunion.”” He sends at the same time a 
clipping from a well-known farm paper one 
paragraph of which informs the farmers thus: 
“The largest mail order houses handle very 
good radio supplies, and in buying speakers or 
telephone receivers of standard make, you can 
save a little compared with the prices that regu- 
lar dealers ask. Should you not be satisfied 
they will return your money. If you wish local 
dealers to carry radio supplies, such as “B” 
batteries, tubes, etc., so that you can replace 
used up parts without delay, then purchase at 
least some of your supplies from them even if 
a few cents higher than mail order prices. 
Sometimes you may want something in a hurry 
and if they do not get enough business they 
‘annot afford to carry supplies on hand.” 

It all depends on the point of view. The 
editor of this farm paper no doubt believes that 
his advice is sound. But to the merchandiser in 
the electrical industry who is trying to do a 
real job it certainly waves a red flag with a 


vengeance. 
S friends and see how many know as much 

as they think they know. It’s like a game. 
Chances are 10 to one that not a man will be 
right. 

When the conversation lags mention dis- 
counts. Then ask: “If you were offered a 
choice of discounts on a bill of goods, which 
would you rather take—50, 10 and 5 off; 5, 10 
and 50 off; or 10, 50 and 5 off?” 

Ask that of almost any business man, and 
then listen to what he says. 

After he is sure—dead sure—as to which of 
the three is the best discount, smile and say: 
“There isn’t a particle of difference—they are 
all the same.” 

He won’t believe you. 
Not one man in 10 will believe you. 
try to start an argument—the business man 
will. And when you stick to your statement— 
that no matter which one he takes he will get 
the same discount—he may smile, and then 
laugh, and then snicker. 

Give him pencil and scratch pad, and after 
he has figured the pad full of figures he will 


* %*« * 


Try This On Your Scratch Pad 
PRING this on a group of business 





No, of course not. 


He will’ 


know more about discounts than he thought he 


knew. 
* * * 


A Story With a Point 
YOUNG girl was sewing. She put a 
needle into her mouth, just as many 
another young girl has done. Then some- 
thing happened—sudden like—nobody knew 
exactly what. But—the girl had swallowed the 
needle. Everybody was excited. Something 
dreadful would surely happen. She would 
suffer; she would die. But the girl did neither. 

Years passed. The young girl grew to 
womanhood. She married; she became a 
mother. Then what do you think? When her 
baby was three months old, or thereabouts, the 
needle the mother had swallowed so many years 
before worked its way out of the baby’s 
shoulder. 

That’s right 
just the same. 

There’s a story with a point. And the point 
points straight to advertising and service. 

You do some advertising or render a special 
service. It is swallowed—forgotten, or it seems 
to be. Then one day is works its way out to the 
surface. And then it adds to your sales. 

Just this about it: An advertisement or a 
service—like the needle in the story—is never 
lost. It goes on going on. 

* * * 


What Do You Expect? 


FE do what we expect to do. That’s it. 
W The reason more of us do not do more 
is because we do not expect to do more. 

We asked a business man, “How’s business 
this year?” 

“Well,” said he, “I haven’t done as much as 
I expected, but, then, you know, I didn’t ex- 
pect to do as much as I expected.” 

What’s the use of expecting if we don’t ex- 
pect? 

Not so long ago we met a salesman who heads 
the list of all salesmen in his line. He had just 
made the largest sale ever recorded in his field. 

“How did you do it?” we asked, after we had 
visioned such a sale and figured the commission 
—How did vou do it?” 

“IT did it,” he said, “because I expected to 
do it.” 

And that’s about all there is to doing things. 
We do what we expect to do. But when we ex- 
pect to do a thing we must expect to do it. 

No doubting, no hesitating, no crossing of 
the fingers. We must expect. 





laugh. But the story is a fact, 
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Tonights-Window Shoppers 
are Lomorrows Buyers.7 


No. 88 X-Ray “Hippo”? Window 


| Flood Light ’ D ont Forget— 


That Spring is on the way—and 
Springtime makes the show window 
lighting business “hit on all six!” 


On Spring Nights— 


people will “window shop.” New 
goods, new displays will greet their eyes. 
Folks are going to buy! 


Your Dealers— 


X-Ray “Jove” Reflector dil know this, but they often forget. Every 
with No. 66 Color-Ray jobber’s salesman should make it a point 
Attached $223 to remind his dealers and show them that 

Z these merchants will buy and buy now! 


Better Lighting— 


with X-Ray “Color-Ray,”’ X-Ray 
FLOOD Lights; X-Ray Spotlights and 
the famous X-Ray show window reflec- 


tors 
Brings More Profits— 


to jum and to you. Why not start now 
to make more friends among your deal- 
ers by helping them on this business ? Re- 
member, Curtis Lighting will help you! 
No. 10308 X-Ray 
Window Footlights 





CURTIS LIGHTING, INC. 


1113 W. Jackson Boulevard 


~ XRAY Reflectors — 


EVERLASTING BRILLIANGCY 31 W. Forty-Sixth St., New York 
3113 W. Sixth St., Los Angeles 


pst ndard for Show Windows” 
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Cultivating Lamp Bulbs 


This Is a Kind of Gardening That a Great Many Dealers Think They Do 
Nothing Else But—However, They Can Always Sell 
More If You Show Them How 


By W. E. UNDERWOOD 


RISTOTLE., or was it Socrates, said, “There are 

several ways of killing a cat besides strangula- 

tion with butter.”” But most of us aren't satis- 
fied with that. We want to kill our cats but we want to 
do it the easiest way and without having to mop up the 
blood. 

Like Tom Sawyer, we are anxious to get the fence 
white-washed, but if we can sell the job to some other 
Jad and make him think it’s fun, that’s our dish! 

Now, incandescent lamps 





happen to be mighty good fl \ five per cent. 
profit makers for your house || If he will put his lamp 
and for vour trade—they’re | stock up near the front of the 
among your “leaders.” If || store and otherwise ear-mark 
those retailers of yours in | the store interior so that cus- 
some way, could sell more | tomers, once inside, will be 
lamps, they would be tickled | reminded at every turn, 
with the added cash. Your “Here is the place to buy 
house would profit on the in- || your lamps,” he is bound to 
creased sales and you could | find another increase in lamp 
swell up, take all the credit | | sales. And, simply by put 
and earn the undying affec- i | ting a lamp demonstrator on 
tion of the front office plus | | his counter so that customers 
the visible and tangible fruits | may be shown there are other 
thereof. useful lamps for the home 
But getting the lamp deal- besides the customary “twen- 
er to sell more lamps, there’s | ty-fives” and “forties,” he 
the rub. It’s the same as | can again add to his sales. 
asking Jack Dempsey _ to If the dealer will prepare 
learn to box or telling Peggy , himself to make a_ definite 
Joyce how to get married— | ae ee recommendation as to the 
asking ’em to do something || Turkey—Proof of the Pudding—and right styles and sizes of 
which they already do noth- | You Should Be Able to Give it to Him. lamps for any type of home 
ing but. Nevertheless, the \| lighting fixture, shade or 
average dealer can sell more | portable as well as learning 
— what types of fixtures, shades 





lamps, no matter how many 








he is selling at present, and he can do it quite easily. It 
is no mere matter of theory. Almost it has become as 
much a matter of practical science as simple chemistry 
wherein you combine various ingredients with the sure 
knowledge that you will obtain the compound you are 
after. 

If a lamp dealer will put a lamp sign on the front of 
his store and regularly display in his window lamps and 
the lamp advertising which is available to him, his sales 

will increase at least twenty- 
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If a Lamp Dealer Will Put a Lamp Sign on the Front of 
His Store and Regularly Display in His Window Lamps 


and portables are best for each room in the home and 
will then ask each customer how he is fixed for lamps, the 
result is inevitably more lamp sales—more sales of light- 
ing equipment. 

And finally, when he has done all these things to build 
a greater home lighting business, there remain two light- 
ing fields, each as great as the home lighting field— 
avenues to sales which the average lamp dealer never 
approaches. Stores use lamps and lots of them. Fac- 
tories have to be lighted and some one must supply the 
lamps. 

And this business goes to whom? To the lamp mer- 
chant who stands in his store and waits for it to come 
to him? No, by gosh, a couple of nos. It goes to some 
fellow who wants it hard enough to ask for it—some chap 
who keeps telling local merchants and factory executives 
that he is especially set up to take care of their lamp 
needs whether they want a carton or a case and that all 
they have to do is to call him on the phone and he'll 
deliver the lamps pronto right at their doors. And he 
signs ‘em on annual contracts and sits pretty. Business 
of that sort is worth going after by letter, by telephone 
and by personal call. It is the way to build volume in 
lamp selling and volume means to the lamp merchant a 
fatter margin of profit on every lamp he sells. 

If we grant for a minute that all these ways of getting 
a dealer to sell more lamps are practicable, you, the job- 
ber’s salesman, are still faced with the problem of getting 
the dealer to do them. Do you try to sell him a program 
of merchandising lamps? Do you talk to him about 
these ways of stepping up his sales? 

A thousand lamp dealers throughout the United States 
have recently been called upon, not by jobbers salesmen, 
but by trained investigators who had nothing to sell but 
were looking only for answers to questions like these. 
They found many lamp dealers who were doing all these 
things—fellows who had literally been driven by live 
jobber salesmen into making a profit in spite of them- 
selves. And they found many more dealers who were 
doing none of these things which make for better, bigger 
lamp business; fellows who had never heard that window 


and Lamp Advertising Which is Available to Him, 
Sales Will Increase at Least 25 Per Cent 


His 


display material on lamps and lighting could be obtained 
or that demonstrating lamps and ear-marking the store 
interior was worth a nickel; or that talking about lamps 
to customers was more than wasted words; or that going 
after stores and factories was worth the effort. Just for 
example, one lamp dealer within thirty-five miles of the 
big city where his jobber has headquarters, had been 
handling the same high quality lamp through this jobber 
for fifteen years and he had never heard that his lamp 
manufacturer does an outstanding job of offering excep- 
tionally fine window display to the trade. Of course, 
this dealer must have been deaf, dumb and blind not to 
have heard of it, but it shows plainly how little effect 
letters, folders and the written word generally, may 
sometimes have where it is not backed up by the word- 
of-mouth of the jobber’s salesman. 

Here’s another little thing. If it is found that one 
dealer is doing a fine job of lamp merchandising, you can 
gamble on it that nearly every dealer held by the same 
jobber is likewise a good lamp merchant. And, vice- 
versa, one poor dealer indicates usually that all the deal- 
ers held by a given jobber are poor. 

It means, in other words, that if one salesman in a 
jobbing organization has succeeded in building up more 
lamp business by making better lamp merchants of his 
dealers, the house and his brother salesmen are not slow 
to see it and get on the band wagon. 

Now, then, what is the best way to sell a hard-boiled 
lamp dealer the big idea? How are you going to con- 
vince him that the several suggested ways and means of 
stimulating lamp sales will work or, having worked, are 
worth the effort? What he wants is cold turkey—proof 
of the pudding—and you should be able to give it to him. 
Sez he, “if displaying lamps in the window is such hot 
stuff, prove to me what it does.” “If talking lamps to 
people who wander in here is the proper ticket, show me 
where it gets me.” Sez he further, “I’m not going out 
in the snow to get pneumonia or fallen arches calling on 
hard-shelled store keepers and morose mill managers just 
because you are tryin’ to make me like it—you’ll have to 
come through with some evidence (Turn to Page 76) 
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Causes of Radio Interference 


Every Jobber Salesman Should Post His Dealers on the Most Frequent 
Causes, That He May Intelligently Meet the Objections of Customers 
Who Think There Is Something Wrong With Their Sets 


By D. C. WALLACE 


cent articles concerning different forms of inter- 

ference. Considerable trouble has existed this 
winter in different localities because of the fact that most 
everyone has a better receiving set this winter than here- 
tofore, and because of 


| B eee many radio dealers have noted re- 


are co-operating to the fullest extent of their ability in 
most communities, but indicate that they would appreciate 
more definite knowledge concerning the sources of the 
trouble, in order that they may fix up the cases of trouble 
immediately, should the trouble happen to be on their lines. 

Of course all of the 





the fact that extrane- 
ous noises seem unusu- 
ally strong this year. 
The jobbers’ 
man can help out mate- 
rially by telling the 
dealer of these different 
sorts of noises that he 


‘auses of 


sales- 


is hearing and so allay 1. X-Ray machines 
the mysterious feeling 2, Vineew eng wamnanes 
‘ 8. Radiating receivers 

which attends the dem- 4. Imperfect connections in 
onstration of a so-called aerials 

(sa ais ” 5. Battery charger 

pitted 7 , ie wert 6. Run-down batteries 
cases the “noisy” set is 7. Mercury arc rectifiers 
an extra sensitive set 8. Telephone bell ringers 





that picks up these ex- 


HESE are some of the most frequent 
interference. 
noisy receiving set that gives you or your 
dealer a shaky feeling when demonstrating 
may only be extra sensitive about picking up er 
disturbances from these’ sources: 


interference is not 
caused by only one 
source and in the draw- 
ing shown with this ar- 
ticle, are indicated some 
of the different types 
interference which 
bother when distant re- 
ception is attempted. 
Letter (X¥) we will 
let represent an X-ray 


The so-called 


9. Power plant sub-station 
10. City wiring 

11. Leaky insulators 

12. Leaky transformers 


18. Code interference (com- machine. X-ray ma- 
mercial) hi 
ines cause a great 
14. Code interference (ama- 2 g 
teur) deal of interference 


over distances of sev- 
eral blocks and in some 


15. Poor bonding 








tra noises as well as the 
broadcasting which may be on the air at the moment. 


In several localities a concerted action is already under 
foot to go after these different kinds of interference in a 
definite and intelligent manner if possible. The North- 
west Radio Trade Association with its headquarters in 
Minneapolis, Minn., is considering a plan for financing a 
permanent paid committee to run down different cases of 
interference, as cases have been reported where distant 
reception was completely impossible, due to the different 
types of racket, and continuous buzzes existing in the air. 


The Third National Radio Conference called by Secre- 
tary of Commerce Hoover at Washington, D. C., last 
October, laid great stress on the increasing difficulties due 
to interference of various sorts. Their Subcommittee 
Number 6, met and discussed interference and interfer- 
ence only. Their report was rather extensive and con- 
tained recommendations to the effect that a permanent 
continuing committee be appointed to study the situation 
with a view to offering solutions of the problem of inter- 
They maintained that the “background of elec- 
trical disturbances is the underlying reason why reception 


ference. 


from local stations is inherently superior to reception 
from distant stations.” They realize, like most everyone 
who has given the matter serious thought, that all recep- 
tion, be it local or distant, would be just the same in per- 
fection, and would be capable of being brought in just as 
loud and clear as the local station if it were not for this 
background of electrical disturbance. 


The loca] telephone, street car, and power companies 


cases over several miles, 
unless they are completely shielded by metal walls in 
the room, and unless the power lines which feed the X-ray 
machine are suitably choked by radio frequency chokes 
and are shunted by high capacity filter condensers. Some 
X-ray machines do not bother at all, but on the other 
hand, a great many of them completely paralyze recep- 
tion for several blocks in their immediate neighborhood. 
Unfortunately, those who operate these machines seldom 
realize they are causing interference. If they do know 
it they will almost, without exception, shield and filter 
the interference, realizing that a great many people are 
bothered greatly by the machine. 

We will let (V) represent a violet-ray machine. The 
large violet-ray machine, as used by doctors, causes con- 
siderable trouble in much the same manner as the X-ray 
machines. However, there is a small type of hand violet- 
ray machine on the market used by individuals in their 
homes, which will cause interferences up to three blocks. 
True, it is a rather faint interference at a distance of 
three blocks, yet it is extremely loud at distances within 
a half block or so. 

Let us suppose for example, that one city block has 
five people who own small hand violet-ray machines. 
Supposing, on the average, three of these people use 
them for 15 minutes per evening. Unless their times 
overlap it is clearly evident that for three fourths of an 
hour each evening, terrific buzzes (usually intermittent) 
chop up the reception in that entire city block, with 
fainter buzzes extending several blocks beyond. 





ry Al | > oui al > a 
THE JOBBER s fA] SALESMAN 





A receiving set of the radiating type may be repre- 
sented by (R), of which the single circuit is the most 
troublesome. This causes the varying squeals and howls 
which are so disconcerting. The solution of this is to 
lave every one who owns an oscillating receiver be 
sure to operate it below the oscillating point. Certain 
types of receivers cause little if any interference, but 
many of the so-called “Neutrodyne” and radio frequency 
sets and “Super-Heterodyne” sets which do not have a 
tube of radio frequency ahead of the oscillator will cause 
considerable squealing, and howling as well. 

We will let (P) represent imperfect connections in 
the aerial and about the receiving set. These imperfect 
contacts will make a scraping racket when even a slight 
breeze is in the air. The remedy for this of course, is 
to solder the joints which are loose. In this respect 
the use of only resin core solder is recommended. Other 
tvpes of solder will tend to cause corrosion and elec- 
trolytic action at the joints, besides providing a_ sort 
of leakage path around the point itself. This leakage 
path is not a perfect contact, nor a perfect insulator, 
‘o it will tend to generate noise. 

Represent a battery charger by (C). Many radio 
asers when they get through with their set, put on the 
sattery charger which makes a good solid buzz in some 
me else's set. They may think this racket only bothers 
their own receiver, whereas as a matter of fact, it may 
bother neighbors for four or five doors. Battery charg- 
ing during suitable listening hours by such chargers should 
be discouraged. It is claimed by the makers of some 
of these that they do not make noise, but the dealer 
should be sure to find out before he jeopardizes his 
future radio sales in that neighborhood by selling an 
nterfering charger. 

Run down batteries as at (B) will almost invariably 
Se noisy. This refers particularly to the “B’’ batteries. 
frequently storage “‘A’’ batteries will be noisy for a 
short time after taking them off charge, particularly if 
they have been gassing. Some of the gas continues to 
escape from the cells and in so doing causes a slight 


momentary change in potential. Sometimes a good kick 
al the battery will jar most of this gas out of the cells. 
As soon as the battery has been used a few days, how- 
ever, this trouble will disappear, unless the storage bat- 
tery is a very old one. 

Let (M) represent a mercury are rectifier which is 
used to charge storage batteries on a large scale. These 
very often cause a great deal of trouble in their neigh- 
borhood. They may be shielded by using metal plates 
about the apparatus, and by putting radio frequency 
chokes and condensers in the lines feeding the current 
to them. 

Telephone bell ringers, as at (T) in small towns in 
particular, play havoe with the radio receiving set and 
cause terrific buzzes and rackets. In very small towns 
the telephone girls can usually be induced to use hand 
ringers during the evening hours at least. There are 
also generator types of ringers which do not cause trou- 
ble and which are being installed by the more progressive 
telephone companies. Bell ringer trouble seldom occurs 
in large cities as here their installations are usually well 
put up, of good machines and the bulk of their lead-out 
lines are in cables. 

In the substation of the power plant company, (G), 
leose contacts in oil switches, and poor contact or partial 
leakage in transformers very often cause trouble. The 
power ompany will always be glad to fix them if any 
radio user can show which particular piece of apparatus 
is causing the trouble. Sometimes on a Sunday morn- 
ing they will pull out the switches of each separate 
circuit in town, and by timing the pulling out of these 
different circuits, and timing the different noises in a 
receiving set, a fair idea as to which line is causing the 
trouble can be gained. 

Wiring throughout the entire city may be represented 
by (P). While the wiring may not cause particular 
trouble within itself, or it may cause only a little bit of 
trouble, it will often carry on by a system of wired 
wireless. every conceivable noise and racket generated 
by any of the above causes of (T'urn to Page 84) 
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The Conversations of 
“Boosting Bill” 


About the Only Thing Out of Date in Electrical Men’s Homes Is the 
Electrical Equipment 


66 EH, there’s the old washing machine—she’s 
12 years old and believe me, she’s as good as the 


day I brought it up to the house—takes a little 
going over once in a while, and needs a coat of paint, but 
she does the washing in fine shape and the wife wouldn't 


Same with Bill as far as plumb- 
ing goes, he gets a new kitchen sink about every three 


date around the house. 


years, and a new bath tub about the same.” 
“Well, I must say your brothers are not much like 





you—-getting late models al] the time.” 
give her up for the world. “Oh, I don’t know, I’ve 
Same with the cleaner— : changed most of our furn- 
had it nine years and ie iture or added the newer 
there ain’t nothing the Abts things pretty nearly as 
matter with that either. often as Henry. We've 
And the range — nine : - got all the late fittings in 
years on the job. We ct ' re iy —— the plumbing line and I’m 
got everything we can get } Se : only a year off on the car. 
that’s electrical — grill, E ; ? : And we don’t get the 
toaster, percolator, sew- ae ai wholesale price either. 


ing machine, and they’re 
all five to 10 years old 
and I expect them to see 
me out.” 

“How’s that brother of 


yours making out—the 
one that started selling 
automobiles ?” 

“Who? Jim! Say, he’s 


knocking ‘em over—been 





in the game five years 
now and he sure is mak- 
ing good. Why—’ 

“What model car does 
he drive now?” 





Down the Street. 


“Him—he’s got the °25 
model and she sure is a peach. I got a ’24, but I figure 
that I'll turn it in as soon as Jim gets delivery on the 
new models—she’s a pippin—just to see it makes you 
want one!” 

“T suppose that he has more than one car for his own 


use, hasn’t he?” 





‘““Nope—he always gets the latest model soon as it comes 
out. Gives his old one to one of the boys to sell—and 


he don’t lose money on it either. He gets the advertising 
in driving around in the new model, and he knows all 
about the car he’s selling.” 

“What’s your other brother doing now?” 

“Well, I have two brothers. Henry, he’s in the furni- 
ture business, and Bill’s a plumber, and they’re both 
making out fine.” 

“Oh, ves, Henry’s house was where we were last night, 
wasn't it—looking over the fixtures?” 

“Yes, Henry must have everything new pretty nearly 
every year—you see he’s in the business of selling furni- 
ture and naturally must keep his own house right up to 
date: never do for him to have anything old or out of 





He Gets the Latest Model He Can and Parades It Up and 


Immediately All the People Want One. 


What they sell me comes 
at list 
them goes at list, so I 


and what I sell 


guess I’ve kept up pretty 
well, haven’t I?” 
You fol- 


lowed your brothers all 


“Have you? 


right in their lines, but 
how about your own line 
—a 1912 model washer— 
a 1915 model sweeper— 
a 1915 Why, 
Jones, you're just like the 


range? 








average electrical dealer 

about the only up-to- 
date thing they have in 
their homes are incandescent Jamps, and they boast about 
it, just as you did. Imagine Jim riding around in a 1912 
model trying to convince his customers they ought to buy 
He wouldn't get to first base with his 


He gets the latest model he can and parades it 


a 1925 model. 
business. 
up and down the street, and immediately all the people 
want one, whether they have a car or not. The same thing 
applies to washing machines. A washing machine never 
Yet 


how many of those old tin tubs does Bill pull out every 


wears out to be sure, but neither does a bath tub. 
year and put in nice porcelain ones? Well, says you, 
people don’t take no particular pride in washing machines, 
and I'll answer by saying that that is your fault—it’s my 
fault—it’s the fault of every one in the electrical busi- 
When 


we do we are going to have some real business I really 


ness. We don’t take pride in our own appliances. 
think that if all of the people in this country who make 


their living from the electrical industry were to start 


5 
in January 1 and weed out every appliance, every fixture, 
and everything electrical in their homes that is over five 


vears old, we'd furnish business (Turn to Page 38) 
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Have You a Movable Mind? 


Certain Essentials of Salesmanship Made Evident from 
Years of Experience Selling in Foreign Countries 


HERE is no nobler profession than that of a 
representative or salesman in foreign countries. 


This profession carries with it an independence 


By I. STERNEFELD 


face, smiling without jeering, listen with interest or 
seeming interest to all he has to say, note in your 
memory the weak points of his arguments and remem- 


and great liberty which gives the young man confidence ber them. Do not interrupt him in his talks and wait 





in himself. 
without many pleasures which 
at the start seem to be a bur- 
den. Mistake! This seeming 
burden is an ordeal. 

With solid instructions com- 
pleted by a professional edu- 
cation, seasoned and thorough- 
ly analyzed, one has acquired 
the indispensable knowledge to 
brave travels. 

A good salesman should 
know perfectly the goods which 
he offers to the customer; he 
should know the manufacture 
and composition, but what he 
should know before everything 
else is the language his cus- 
tomer speaks. 

To be a good salesman, you 


must be active; you must have 


a force of character. This profession is not 





R.STERNEFELD writes 

with authority on the 
qualifications of salesmen in 
foreign countries in which prac- 
tically all his sales work has 
been done. For 30 years or 
more, he has been affiliated with 
the Westinghouse Electric In- 
ternational Co. in the foreign 
field and has sold its products in 
Venezuela, Brazil, Mexico, 
China and Europe. His sales 
experience has been both broad 
and abroad. However, the sug- 
gestions he makes are just as 
applicable in Minnesota as in 


patiently your turn, for it will come, don’t worry. In 


the course of time you will do 
this instinctively and conse- 
quently increase the pleasure of 
visiting your customer, who, 
in turn, will receive you with 
the same pleasure, for you are 
interested in what he has told 
you and have seemingly made 
the best of it. 

Bear in mind the customer 
and the salesman have not the 
same interest. You want to 
sell. He will not buy. Come 
together, you in selling, he in 
buying. You will get there. 

Never be a simpleton nor a 
boaster and don’t be touchy. 
Great sensitiveness makes me- 
diocre salesmen, and it is pre- 
cisely this sensitiveness which 





a will and know how to handle China. 
ideas with words. You must ; 
possess a movable mind which 





is responsible for most of the 
bad salesmen. It is a total 
absence of sensitiveness which 








can be adapted to all situa- 

tions for it is often necessary to guess the thought of 
your customer. A good salesman must be a good psychol- 
ogist and a good physiognomist, so as to be prepared at 
at all times and not show his surprise at anything. To 
be curious without showing it, to be patient and polite 
but not obsequious is essential. He should be well dressed 
without exaggeration. He should have an agreeable 
face to be looked at. He should not look like a snob or 
have a neglected exterior. 

It is also necessary that he have a good memory, for 
it might happen that he may tell certain stories which 
only exist in his fertile imagination. While it is good 
to tell them, it is also necessary to remember them and 
to recall exactly what he has said some minutes or even 
hours ago. 

Play your part while you are with your customer, 
without thinking of anything else. You represent the 
company, you should be behind it as if behind a screen 
and it should also be present in your memory. When- 
ever you enter the office of your customer, imagine that 
the company with all it has to sell has entered this office 
before you. Never forget that the company counts on 
you and that with a blundering word you can discredit 
it and yourself at the same time. 

Develop the habit of looking your customer in the 


makes model salesmen. 

Remember that you must get your customer interested, 
make him laugh if you judge that he is well disposed, 
but, above all things, don’t make him sad, for that is 
not your business. 

Don’t have too much confidence in your talent as a 
good talker. There are days when even the customer 
may not like to listen to what interests him. His mind 
may, for the time being, be very much preoccupied with 
other more pressing matters. 

Bear always in mind and under all occasions that you 
are traveling to sell, to increase the number of your 
customers, your profit and the profits of the company. 
Even though other people talk about you, do not care. 
You have played your part. Have you played it well? 
That is the question. 

If your visit has not convinced your customer, if, in 
one word, you have failed, something was defective, your 
talk, your way of presenting yourself—perhaps nothing 
at all. Your customer was not in the market, he had 
bought from your competitor. Elsewhere you may be 
more fortunate. Do not be discouraged! 

You are a representative, you should have only one 
cbjective and that is to insist with your customer and con- 
vince him that it is in his interest to buy from you in 
preference to somebody else. If (Turn to Page 43. 
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Problems of the Sales Manager 


Questions Relative to 
the Operation of a 
Sales Department An- 
swered from Month 
to Month by Aggres- 
sive Sales Managers 


R. MURPHY is vice-president 
and general manager of a large 
automotive jobbing firm. He 


has decided views on the problems of 
sales management, and as a variant of 
our regular series of articles by electrical jobber sales 
managers, we believe that they will be welcome.— 

Editor’s Note. 

A firm’s salesmen are the men who are on the firing 
line, and very frequently the success or failure of the house 
itself depends upon the way the salesmen carry on. If 
the right spirit is there, if they co-operate and work for 
the good of the house as well as themselves all is fine and 
dandy. On the other hand if there is some back fire oc- 
casionally—then there is a different story to tell. Quite 
frequently the house itself is to blame for the spirit that 
the salesmen show. 

The O. W. Murphy Co. are jobbers of automotive 
equipment but practically everything that they do is of 
interest to jobbers of electrical equipment as well. The 
problems of the one are the problems of the other. 

We feel that our salesmen are practically in business 
for themselves. Our men are the point of contact between 
the house and the customer although many of our cus- 
tomers make frequent trips to the salesrooms. However 
it is the salesman who comes in more frequent touch with 
the customer and we so have mapped out our sales policy 
and the method whereby we handle our salesmen from this 
angle. 


Laying Out the Territory 


first place our territory is laid out, with the 
exception of the Lexington territory, so that it takes a 
man two weeks to cover it. That means that the man 
visits the same merchant every two weeks. We have so 
planned our territory that a salesman’s visits to his 
trade won’t vary as much as an hour every two weeks. 
The advantage of this is that the customer soon comes 
to expect our salesman at a certain hour every two weeks. 
We have found that this little thing has been of vast help 
to us. In the Lexington territory it has not been possible 
to keep to this definite schedule of calls as far as hours 
and days are concerned because of the different character 
the territory, but everywhere else we have done so with 


In the 


great success, 

In our selling we don’t believe in hitting the high spots 
only and leaving the rest of the territory alone. On the 
contrary we fine comb a territory and have found that the 





Answers This Month 
By O. W. Murphy, 
Vice-President of the 
O. W. Murphy Co., 
Lexington, Kentucky. 


additional business that this method pro- 
duces results in a very substantial net 
gain not only for our men but for the 
house. As we add territory we only add 
such sections as we can fine comb and 
get as near all of the business as it is possible for one 
house to get. I believe that the fine combing of a territory 
is an efficient method of selling and one not to be neglected. 


Credit Information and Collections 


For our credit information we do not fool with any 
credit rating book. We have them, to be sure, but we do 
not use them. We depend on our salesmen getting the 
necessary credit information. We believe that they are 
on the firing line and know more about a customer and 
his responsibilities than does any book or home office 
removed from the scene of activity of that merchant. Last 
year our credit losses were only one quarter of one per 
cent which would seem to indicate that this method of 
handling credit is worth while. 

Along with this we insist that our men look after their 
collections. We have found that this helps a man keep 
his territory clean and puts down credit losses. When a 
bill runs over the schedule time the salesman calls attention 
to it. This idea has worked out excellently. Some of our 
men haven't a cent of bad credit on their books which is 
more than many other wholesale houses can say. 


Pay Commissions Only 
We try to use the best business practices all along the 
line. For instance all of our men work on a straight com- 
mission basis paying all of their expenses. If they need 
money we advance it but we never deduct it from their 
We expect our salesmen to 
In that way 


monthly commission check. 
give us their check for the money advanced. 
tlie salesman is put in a better light with his banker and 
we pay him his full commission without the extra work 
of deducting his advances. 


Salesmen Handle Complaints 

Any difficulty that arises in a territory is straightened 
out by the man in that territory. We find that the customer 
is better satisfied if the salesman whom he knows can 
straighten out the matter. It makes for a closer contact 
between customer and salesman and also between customer 
ard house. And I might say right here that such diffi- 
culties are always straightened out to the entire satisfac- 
tion of the customer. In only a very few cases does the 
customer ever take advantage of this method of settling 
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disputes. The customer has confidence in the salesman and 
can generally be handled without trouble. But in all 
events we insist that the difficulty be straightened out to 
the entire satisfaction of the customer. 

Of course we do not neglect the home office at all. We 
have our salesmen insist that their customers visit the home 
office when they are in Lexington, not for the purpose of 
selling them anything but just to get acquainted with them. 
And they do come in to see us. We try to make their visit 
pleasant and not only chat with them but show them 
through our stock so that they can get better acquainted 
We found that 
frequently they will see some thing while on a visit here 


with the things that we handle. have 


that they will later order from the salesman. 


Visits of Factory Men 


In addition to these visits at our home office we have 
factory men go out with our men every few weeks. ‘These 
factory men spend a week at a time with each man and as 
many as 15 or 20 of them go around the territory in a year. 
These men represent the most popular lines, those lines 
that sell in volume. They better acquaint the customer 
with the line and its possibilities and help build business 
for both of us. 

Our salesmen check on some of the items that their 
customers buy so that they will always be properly 
stocked. 
things on which a customer might get overstocked are 


Such items as bulbs, brake linings and such 
checked over by the salesman, This we have found gives 
the customer confidence in the salesman and results in his 
getting other business that he might not otherwise get. 
And in every case we will never overload a customer. 


Opening New Territory 
Whenever we open a new territory I always go over it 
Then 


after they have gone around for a little while I make an- 


with the new man to see that he gets started right. 


other trip with them to check up and make sure that they 
are on the right track and are getting all the business 
possible from the territory. In other words we are very 
much interested in seeing our men get everything that a 
territory has to offer. 

In the beginning, in opening up a new territory we get 
our credit information from the local banks, We go to 
every bank in the territory we plan opening and get the 
credit information on every possible customer in that 
section. The information that we get in one bank we 
verify at another bank so that when our credit survey is 
completed we have a very complete and trustworthy line 
on every possible customer in that territory. With that 
information on hand we sell only to customers who are 
worth while. And the salesman is expected and required 
to keep up this credit information to date so that it will 
at all times be absolutely reliable. 

There is one other thing that we do in opening a new 
territory and that is we take a man from some other 
territory to be the salesman for the new territory. That 
prevents us from sending a new man into a new territory. 
The man we send in, at least knows the line and the new 
man we break in has a territory which knows the line. I 
have found that there is a real advantage in this which 
works for greater business. 

That is the gist of the method that The O. W. Murphy 
Co. of Lexington, Ky., follow in handling their salesmen 
and their success stamps it as sound and logical. Salesmen 
as well as others connected with the company are allowed, 
after six months or a year, to buy stock in the company if 
they desire and to date it is practically a 100 per cent 
stock ownership proposition, with the indication that with- 
This is not 
obligatory, but many of the salesmen came with the 


in a very few months it will be 100 per cent. 


company only on the understanding that if they wanted 
to they could buy stock. 
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Fullerton Place. 


Dear Folks, 
There are folks who sit a wishin’ that their dreams will all come true, in the sea of hope they’re 
fishin’ for a sight of somethin’ new. Wishin’ gives ’em satisfaction, so they dream away and grin, 


for they’ve learned the way to shirk. 

fishin’ tho it seems they’re gettin’ numb. 
with more. 
their lives in clover and in everlastin’ peace. 


in’, let your hopes run wild and free. 





puttin’ off all thots of action ’til their ships come sailin’ in. 
they never come to shore, tho the watchers feel they’re slighted, they keep waitin’ on some more. 
Never once they think of stirrin’, never once they start to work, they’ve the habit of deferrin’, 


There are other folks a wishin’ for the things they hope will come, in the sea of toil they're 
Workin’ gives ‘em satisfaction so they plug away and 
grin, for they plan on pep and action ’til their ships come sailin’ in. 
sighted and they always come to shore, so their hopes are never blighted, but are doubled up 
When their days of toil are over, when from labor they can cease, they will spend 


It’s a heap of help a thinkin’ of the things you hope will be, so from dreams don’t be a shrink- 
But be on your toes and doin’, give your dreams a chance to 
win, idle hands and ocean viewin’, never made a ship come in. 


Shi 
But their ships are seldom sighted and 


So their ships are often 


Cordially vours, 


=. V+ 
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Profit-Making Pointers for Your 
Dealers 


Every Time You Can Get a Dealer to Put One of Them to Work You Boost 
Your Own Sales As Well As His 


ARCH is the month of mud. 
An electrical appliance deal- 
er in a Boston suburb turned 











Sy x last year’s March mud into 


( 
w 


round shining dollars, and 
the simple, inexpensive plan 
y that he used for increasing 
his during the 
month, can be used by every 
dealer whether 
All that is neces- 


business 





electrical 
he lives in Kalamazoo or Hyde Park. 
sary is for a live jobber salesman to get the idea and 
sell it to the most progressive dealer in each town in his 
territory. Pick the merchant who gets excited over any 
form of stunt advertising. 

This Boston dealer has a store 
suburban town of about 10,000 
when he was in the city hall, he noticed the dog license 
tax record and found that there were over 300 dogs in 
the town of sufficient value that their owners were will- 
ing to pay a tax on them. Most of the dogs were pets 
in middle class homes—dogs that were kept in the house 
part of the time. He knew from his own experience, that 
in order to let a dog in the house in March, that it is 
necessary to bathe the dog at least every two weeks. He 
also knew of the anxiety of every dog fancier over the 
possibility of the dog’s catching cold after his bath at 
He knew of the hard work neces- 


in a good location in a 


population. One day 


this time of the year. 
sary to rub the dog dry before letting him out doors. 

In his own home he used an electric drying comb to 
dry the dog immediately after taking him out of the tub. 
It dried the dog thoroughly in less than five minutes. It 
occurred to him that there were at least a hundred other 
dog owners who would use the drying comb also if they 
knew about it. He also knew that if he simply mentioned 
the fact to his friends that they would give him the laugh 

to dry a dog with an electric drying comb seems ab- 
surd, until one stops to think of its possibilities. 

In order to put the idea over convincingly, he built a 
wire box for his window and covered the floor of the 
window with a light colored rug. He then took his dog, 
a white Spitz, washed him thoroughly, dried him with 
the comb and placed him on the rug, in the cage, in his 
window. He hung an electric drying comb in front of 
the cage, with this sign, “Come In and We Will Tell You 
How to Dry Your Dog After His Bath in Five Minutes— 
With This Comb.” The dog, a beautiful specimen, at- 
tracted a lot of attention of itself, and the idea was so 
novel that people went into the store out of curiosity. 

At the same time he sent a letter to the entire list of 
dog owners in the town—secured from the license rec- 
ords—saying that he had reserved six electric drying 
combs for sending out free on trial. , 





This dealer reports that the campaign on electric dry- 
ing combs for dogs, got the women to laughing about the 
absurdity of it to the extent that a good many of them 
said, ‘I wouldn’t buy one of those combs for a dog— 
but I certainly would like to have one for my own hair.” 
And they did! This dealer reported a bigger volume on 
electric drying combs for the month, than on any other 


item in his store. 


) OBTAINED the _follow- 
ing story direct from a New 
Jersey jobber’s salesman, 
working out of a New York 


house. It has two profit 





making angles—one for all 


jobber salesmen, and one 
for the customers whom they 
Let 


tell his own story in his own 


serve. this salesman 


language: 

“Ten years ago I was working for an electrical job- 
bing house in New York, making about two hundred dol- 
lars a month. At that time I thought that I was pretty 
geod, and it happened that a specialty manufacturer's 
representative, who had been watching me, thought so 
One day he offered me a job as a specialty sales- 

I was under the impression that this was a step 


Loo. 
man, 
up, an opportunity to make more money, and I accepted 
the offer. 

“T learned something soon, and that was that it was a 
good deal easier to feature one product, or one line, than 
it was to carry a catalog of several thousand items. A 
specialty salesman can concentrate, and I soon began to 
feel sorry for my old buddies who had to “take orders,” 
as I thought. With my new specialty, I picked out all 
of its leading selling features, developed a sales canvass 
calling attention to the national advertising that was back 
of the line, emphasized to every dealer that it was an all- 
season line, ete. When I stepped into a dealer’s place of 
‘How 


line?’ 


business, I always opened my solicitation with: 
much money are you making on the 
When he 


wasn't handling it, I immediately brought forth figures 


mentioning my line. said none, and that he 
to prove what his neighbors in other towns in that part 
of the state were making. I also had a few good closers 
to use to get his name on the order blank. 


“or 


Chat job worked fine for about a year, when I took on 
a side line. In a year I had four side lines and later 
seven. Suddenly I woke up to the fact that I was really 
a jobber’s salesman without a house and that if I still 
had my specialty with several thousand other items to 
fill in the order blank with, that I could make some real 


money. 


That is, if I could take my experience in con 
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I could 


centrating on one specialty, back to a jobber. 
I immedi- 


use the same specialty canvass to advantage. 
ately went to a New York jobber and put my proposi- 
tion up to him. I made a connection and, after five years, 
am here to say that I have made more money each year 
as a jobber’s salesman, than I could ever have made in 
the specialty game. What is better, I know all of the 
specialty salesman’s stuff, and can sell rings around him, 
when I have to meet his competition. 

“How do I do it? Each month I pick out some good 
specialty in my catalog, and if possible carry it as a sam- 
ple. I use it at the beginning of my call and ‘fight the 
battle of the order blank’ around this one item, filling in 
with other supplies that the dealer wants. In reality now 
I am a good specialty man with a number of profitable side 
lines, backed by a reputable jobbing house. 

“I go further than this, I pass the same idea in selling 
right along to all of my customers. I give them the secret 
of my success, and tell them how they can apply it 
in their own business. I tell them to pick each week, 
some one item from their stock and feature it—in the win- 
dow, in their advertising, on their counter, etc. I tell 
them to get a customer into the store to buy that one item, 
and then take a chance in filling in the sale with other 
I suggest loud speakers for one 


items that he needs. 
week, radiant heaters another, etc. 


” 


HERE electrical 
dealer 
jealous of the local mana- 
ger of the 


He sees the crowds going 


. , 
isnt an 
but who is a little 
movie theater. 
in there each evening, and 
wonders why ‘people don’t 
come to his store in the same 
way, to buy useful articles 





instead of 
If the dealer were analytical, he 


spending their 
money for amusement. 
could learn something from the man who sells patron- 
age at the movie house. He would notice that there are 
not always crowds going into the movies but there are 
dull nights as well as pay nights. He would observe 
that when the movie manager features his stars, that he 
draws his crowds. 
that Norma Talmadge or Rudolph Valentino will be 
there that night—and he makes money. 


Let the movie man hang up a poster 


Now here’s the point for the jobber’s salesman to get, 
and to get over to his customers—that the reason the 
movie house makes money is because the manager fea- 
tures his stars. The electrical dealer can use the same 
methods with the “patronage” he is trying to secure. 
He should feature his “‘stars’—merchandise that is sea- 
sonable, and has an unusual seasonable appeal. A vacuum 
cleaner in April is one of his “‘stars’’ because the house 
cleaning season is at hand. A radiant heater, in March, 
for then is the time that furnaces are not going full tilt, 
and folks like heaters for cold mornings and evenings— 
especially apartment house dwellers. 

Tie this idea up further with your customers, by sug- 
gesting that they go to their local movie manager and 
ask to have duplicate copies of the posters he will use 
Have the 
dealer put these up in his window, with this sign below 


to feature stars during the coming week. 


them, “These Stars Will Be at the West Street Theater 
on Friday of This Week.’ Along side of this poster 
should be another, made up by the dealer, with a cut-out 
in the center. This poster should carry the heading, 
“This Is Our Star Offering for the Week.” In the cut- 
out, place the actual merchandise, with a price tag on it, 
and a statement of the installment terms. (Mr. Jobber 
Salesman, if the customer is a large one, take the pains 
to go to the movie house and get the posters for him, 
and help him fix up his display for the first week. He 
will do it each succeeding week when he finds that it 
pays. The idea was used in a southern Pennsylvania 
city for three months, and went over in a big way.) 


SHREWD electrical dealer 
Ohio, 
wall 


in Columbus, who 


overstocked on and 
table reading lamps, figured 
that hotels would not take 
bedside 
reading lamps unless men 
were fond of 
reading for a few minutes 
ach night before going to 
sleep. He also figured that very few men, of the profes- 
sional class, had lamps of this kind in their homes—not 
because they did not want them, but because they did not 
realize how inexpensive they were, or would they take 
the trouble to stop at a store and buy one, take it home, 
and put it up. It was, as he reasoned, simply another 
case of inertia. 


pains to provide 


generally 





So he took the telephone book and selected a list of 
25 names of professional men in his immediate neighbor- 
hood. He set himself a quota of five names for each 
evening, and called at their homes between seven and 
eight o'clock, showing a lamp that he would select for 
their use—and offering to put it up for them, in case 
they preferred a wall lamp. He closed out his entire 
lot, and ordered a second shipment, putting one of his 
clerks out in the evening on the second lot on a commis- 
sion basis. 

Our readers can profit by looking around in their 
customers’ stores during the coming month for overstocks 
of reading lamps, suggesting the above plan to them for 
moving this stock—and thus making way for fresh mer- 
chandise. 


N INCORPORATED association in Cleveland, 

Ohio, has made an outstanding success, during 

the past year of selling a group of products 
through Cleveland churches. Their representatives go 
to the women’s church organizations and interest them 
in selling trade-marked merchandise to themselves and 
to their friends. They show them the advantage in tak- 
ing a profit for selling well-known convenience items as 
against the laber and small profit of church suppers, 
Most of the 
operated, and this organization now handles 30 or more 
items ranging from baking powder to wall cleaner. There 


is no reason why the local electrical dealer couldn’t do 


bazaars, ete. churches in Cleveland co- 


the same thing in his own community, and he should ap- 
proach the society in his own church with the proposi- 


(Turn to Page 46) 


tion. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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The Honesty That Counts 


No Man’s Reputation Can Stand Telling a Lie—Integrity 
Is Made Up of Little Things, But Integrity 
Is No Little Thing 


By DR. FRANK CRANE 


HE only thing that counts in being honest 

is to be honest all the time. “This time 

doesn’t count,” said Rip Van Winkle. 
when he broke over his good resolution to take 
another little drink. 
Maybe it didn’t. We do 
not want to, be too hard 
on Rip or any other be- 
loved vagabond. We can- 
not afford to be too criti- 
cal of each other, nobody 
expects perfection and 
fault finding is a poor 


business. We heartily 
endorse the verse of 
Burns: 


“Then gently scan your 
fellow man 

Still gentler sister 

woman; 
Though they may gang a 
kennin wrang, 

To step aside is 

human.” 

But there is one place 
where little slips can 
amount to big ones. It is 
in honesty. There is one 
business that can bear no 
exceptions. It is the 
business of being honest. ‘The very word “in- 
tegrity” means whole, that is, without rip or 
flaw. And if you will think it over, you will see 
that the only kind of honesty that you can rely 
on at all is that of the person who is honest all 
the time. If he is honest most of the time, or on 
the average, you have no way of knowing 
whether this time is one of the exceptions or not. 

Your reputation may stand the strain of say- 





ing a naughty word now and then, of doing a 

rash act or forgetting something, of being over 

enthusiastic or of being indifferent and almost 

any other sort of error of peccadillo. But no 
man’s reputation can 
stand telling a lie. 


A lie is a slash on the 
face of one’s fair name 
and, while the wound 
may heal up, it always 
leaves a scar. A lie goes 
further toward revealing 
weakness of character 
than any other kind of 
sin. You can _ protect 
yourself against burglars, 
highwaymen, Bolsheviks 
and bores; but against 
liars there is no defense. 


Of course, you may be 
misunderstood and mis-° 
construed; and what you 
remember of the thing 
you said or did may differ 
radically from what 
someone else remembers. 
But the main thing is to 
know yourself that you 
have been honest. If you 
are sure of that you need 
not fear the other fellow. And, after all, it is 
not so difficult. There is no need of being 
“careful and troubled about many things,” but 
one thing is needful and that is to be sincere and 
fair all the time. ‘Then, with few exceptions, 
you will find that your reputation will take care 
of itself. 

Integrity is made up almost entirely of little 
things, but integrity is no little thing. 


Copyright, 1925, by Dr. Frank Crane 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 





This is an unusual photograph of the air mail field at Iowa City. Ia. This field is particularly well equipped for night flying, 
with powerful beacon lights and signal towers to guide the aviators in their night flights —Underwood § Underwood. 
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One of New England’s progressive jobbers, the Sager Electric Supply Co., Boston, has recently taken new quarters in 
Boston Chamber of Commerce building. The fixture display room is unusually attractive as shown in this picture of a sec- 
tion of the front of the store. Other illustrations are shown in the “Illumination” section of this issue. 
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Gallery of the Country’s Great Power Plants 


Electric Pewer is the life blood of the jobber salesman’s — is better appreciated by bringing together a number of views 
business. The tremendous scale on which hydro-electric power like this, although probably you have seen them pictured in- 
is developed is interesting. The vastness of these undertakings dividually at other times.—Photos by Underwood & Underwood. 


ww 
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Power dam of the Georgia Ry. & Lt. Co., located 1,700 ft. above sea level in the mountain state of Georgia 





Dam across the Mississippi between St. Paul & Minneapolis. Henry Ford made an offer for the plant, agreeing to build 
a $15,000,000 auto plant in the ‘Twin Cities. 
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Another interesting view of Muscle Shoals. The dam wil! be 4,650 ft. long and 142 ft. high. Its storage capacity will be 
130,000 million gallons and its cost will top $51,000,000. 





' a 


This dam, known as the Davis Bridge Dam of the Deerfield River in New England, is slightly different from the usual form 
of construction. There is no spillway in the dam proper, but the overflow is taken care of by means of a shaft spillway well 
back from the dam itself. The water is led to the turbines of the power house more than two miles away. 





NF 


One of the most beautiful pieces of dam construction is the Keokuk Dam on the Mississippi in lowa. It supplies “white 
coal” for producing 200,000 horse power of electrical energy. The dam was finished in 1913 at a cost of 428,000,000. It is 
almost a mile between the power house and the opposite bank of the river, making this one of the largest power plants in 
existence. 
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MEN YOU SHOULD KNOW 


M. A. Pixley 


T THE AGE of 46 he heads a very successful 
A jobbing business, he spends a few weeks in Flor- 

ida in the winter, he can walk on his hands and 
turn flip flops and has raised one sickly child—‘Butch” 
Pixley, Ohio State’s famous, 240-pound, all-American 
guard. It looks as though there should be an interesting 
story in these and other facts if they can be brought 
together in a logical way. A 


President and General Manager 
Erner & Hopkins Co. 


system in a restricted downtown section and of course 
here was not much opportunity to wire for lights there. 
So it became a not uncommon thing for contractors to go 
outside the area and by the very exuberance of their 
selling methods get a man to let them wire his house for 
lights when they knew he could not get current, and 
then laugh about it afterwards. To put it mildly, this 

was “not nice” on their part, 





writer’s style is seriously 
cramped, however, because the 
subject of this sketch, M. A. 
Pixley, says that all biogra- 
phies are the bunk. 

- All this man’s life has been 
spent in Columbus, O., or, to 
be exact, all but three years, 
for, as he expresses it, he had 


NE 


watch 


his measles, mumps and pip in 


Marion, O., where he was 
born in 1879. 
There were no frills con- 


nected with his early educa- 
tion, for work was 
dropped at the age of 13 and 
he started out to earn his own 
living, or as much of it as 


school 


and one 
“initiators.” 
half of it. 


would be covered by his 
princely salary of eight dol- 


lars a month (paid monthly, 





A Self-Starter to 


early 


started him in the electrical busi- 
ness; gained equivalent of a 
technical college education in 
unique way; one of the first to 
realize importance of industrial 
motor applications; from de- 
partment head to president of 
company in one move; “profes- 
sional chairman” of Columbus 


of the 


but contractors today who 
grumble and think it is hard 
get business, might get 


some encouragement out of a 
comparison of their sales diffi- 


experience in 
culties with those of the past. 


de-magnetizing 
There was one man. how- 
ever, who was too wise to get 
caught by unscrupulous con- 
tractors. He was an electri- 
cal man himse] f—Charles 
Kurtz, now president of the 
Columbus Railway, Power & 
Light Co. He built a wonder- 
ful home, well outside of his 


direct current network. The 

world’s best first two stories were built 
And that isn’t the with beautiful parquet floors 
throughout and the woodwork 

was of a very costly kind. He 





had it wired for gas lighters 





note that). He hired out with 

a jeweler and stayed there six months, when his job 

ended almost in an instant under peculiar circumstances. 
It seems that he was very much interested in elec- 

tricity even at this early age. He was constastly experi- 

At that time the general public had peculiar 

One pet idea was that riding 


menting. 
ideas about electricity. 
on trolley cars magnetized their watches, and even jewel- 
ers thought the same thing. So this young Pixley thought 
he would surprise and please the kind jeweler who gave 
him the eight dollars a month, paid monthly, and set 
about making a watch de-magnetizer during his spare 
moments. Finally it was completed and assembled early 
one morning at the jeweler’s work bench, and the great 
moment had come. But it is sad to relate that what he 
succeeded in making turned out to be a very good watch 
magnetizer instead of a de-magnetizer. The thing mag- 
netized everything on the bench that was of steel— 
springs, screws, tools. Then the jeweler started to work 
and to pick things up, they fairly jumped at his tweezers 
and stayed there. There was no more watch repairing 
that morning, and when it was resumed no one knows, 
for, as before stated, Pixley left immediately. 

Next he “wended his way” to F. A. & W. J. Hutch- 
inson, the leading electrical contractors in Columbus at 
that time. In those days the principal line of work 


The 


‘entral station operated only a very small direct current 


was making and installing electric gas lighters. 





only. No light wiring for 
him, when there was no current. Didn't he make and 
distribute the current himself? Pixley and Pixley’s gang 
couldn’t sell him! ‘They didn’t, and to this day this 
house, home of the president of a great lighting company, 
lights—they (electrically 
floors and that woodwork 


is not wired for burn gas 


ignited). To tear up those 
in order to wire for modern lighting would practically 
amount to building the house over. 

But to get back to Pixley, he remained with the Hutch- 
insons for a time, making himself solid with them by 
building a machine for winding the induction coils of 
gas lighters and leaving watch de-magnetizers severely 
alone. 

At the State 
University in the electrical laboratory under the direc- 
tion of Prof. F. C. Caldwell. 


move, for it led to his acquiring both a practical and a 


age of 19 he went to work for Ohio 


This was a very good 


theoretical education along electrical lines, even includ- 
ing higher mathematics. His duties included general 
work around the laboratories, constructing the electrical 
and mechanical parts of the experimental equipment and 
also doing all the wiring and electrical repair work 
required around the University. 

Alternating current was then just beginning to come 
to its own and was the subject of much study and 
research. Pixley was in the midst of this and kept his 
(Turn to Page 68) 


eyes and ears open and studied 
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About 1925 


Wall Street 


Prosperity 


It May Be Bootleg Prosperity, But Keep It in Circulation 


66 ELL, Mawruss, Max Immerglick was right,” 
WV Abe Potash declared one morning recently, 
“he said that the Republican victory would 

make prosperity and sure enough yesterday I seen Max 


riding around in a brand new 1925 model limousine which 
could even have been a 1926 model so shiny it looked.” 


“He told me he made fifty thousand dollars playing 
Consternation Copper 


By MONTAGUE GLASS 


of them in the form of paper Prosperity, until the mar- 
ket turns and all they’ve got to show for a Republican 
victory is a letter from a stock broker asking for more 
margin.” 

“But as a matter of fact, Abe,’ Morris insisted, 
Wall Street Prosperity which followed the Republican 
victory wasn’t Prosperity at all. The market got a sud- 

den jolt of hundred 





last week,” Morris 
Perlmutter said, “but 
he could no more 
blame that on the Re- 
publican party than 
he could lay it to the 
Democrats that he lost 
fifty thousand in 
1917-18 playing auc- 
tion pinochle with a 
little assistance from | 
the ponies, understand 
me. 

“Furthermore, Abe, a 
man like Max Immer- 
glick couldn’t hold 
Prosperity,’ Morris 
continued. ““No sooner 
does he get Prosperity 
pumped into him than 
he begins to get slow 
leaks and the first 
thing you know, he’s 
flat again. Prosperity 
is only for people 
with reinforced, non- 
skid characters, but 
for people like Max 
who have porous char- 
acters with vulcanized 
patches on_ them, 
Prosperity couldn't 

















proof Republican vic+ 
tory, and began to act 
accordingly. Now it 
remains to be seen 
whether this hundred 
proof stimulant is the 
genwine, bottled - in- 
bond, pre-War variety 
or whether it is boot- 
leg stuff with a quick 
kick followed by symp- 
toms of meningitis and 
complete prostration. 
To my mind, Abe, 
Prosperity should be- 
gin at home and not in 
Wall Street. It should 
show itself by people 
buying shoes, clothing, 
groceries, meat and 
house furnishings first 
and should gradually 
work up into the lim- 
ousine and pearl neck- 
lace trade. 

“As it is, Abe, 
there’s a whole lot of 
merchants in_ this 
country who sit read- 
ing the papers waiting 
for customers to turn 
up, and they see where 








stay in them at all, 
but comes out in the 
form of limousines, hundred and sixty dollar suits of 
clothes, pearls for Mrs. Immerglick and forty dollar a 
day suites with bath in expensive New York City hotels. 


“Well, the Prosperity which leaks out of Max, leaks 
into automobile manufacturers, merchant tailors, jewelers 
and hotel proprietors, ain’t it.” Abe retorted. “So it’s 
as long as it’s broad and even a little broader yet, which 
to my mind, Mawruss, a feller like Max who leaks Pros- 
perity at every weak spot is a whole lot better than peo- 
ple with strong inner tubes who hold Prosperity inside 


Publicity.” 


Consternation Copper 
went from thirty to 
sixty in ten days, but they wouldn’t put any more clothing 
or dry goods on their shelves, until they find out whether 
their customers got in on Consternation Copper at any- 
how forty, and believe me, Abe, it ain’t the people who 
wear ready made clothing that buy copper stocks on the 
way up. If they get in the stock market at all, it’s on 
the way down, and they usually get sold out long before 
the bottom is reached.” 


“At that, Mawruss, Prosperity should ought to come in 
such a form that people like you (Turn to Page 72) 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 
Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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Committee Form of Govern- 
ment for Central Electric 

Organization changes of importance 
have taken place in the Central Elec- 
tric Co., Chicago, Il., which became 
effective about February 1.  Coin- 
cident with the resignation of Charles 
E. Brown, President George A. Me 
Kinlock announced a new set-up-—a 
new “form of government,” so to speak 

-in which executive powers will be 
executive committee of 


vested in an 


five vice-presidents, heading the im- 


portant divisions of the business. 
These men are all stock holders in 
the company and all but one have 


‘been with the company for a great 
many years. 

John R. Olsen is vice-president and 
general sales manager to whom all 
department heads and sales managers 
He with the 


will report. has been 


Central Electric Co., for a_ period 
of 22 vears. 

Louis Sisskind, vice-president and 
merchandise manager in charge of 
purchases, counts 15 years of serv- 
ice with the company. 


J. M. Lorenz is vice-president and 
manager in charge of railroad sales 
25 Central Electric 


Kacin, vice-president, and 


years a 
B. J. 


superintendent in charge of service 


man. 


has been with the company 27 years. 


Griscom Bettle, vice-president, is 
also assistant to the president and 
He is the 
voungest in point of experience with 
the company with 
tral Electric about four years ago. 


manager of radio sales. 


as he came Cen- 


=" AOSD! 


or 


MWA 




















In these five men, Mr. McKinlock 
has an able staff, and this committee 
form of government of company af- 
fairs is believed to hold great possi- 
bilities, since on all major problems 
there can be brought to bear an ex- 
100 
with Central, when they all get their 
Mr. Mc- 
Kinlock sits in it reaches nearly a 
century and a half, for he started the 
1887 


perience totaling almost years 


heads together. And when 


company in 38 vears ago. 


* * * 


Gee Electric Becomes G. E. 
Distributor 
The Gee Electric Co. of Wheeling, 
W. Va.. has recently been appointed 
distributor by the merchandising de- 
partment of the General Electric Co., 
on all lines. 








George A. McKinlock 


President, Central Electric Co. 
and Five Vice-Presidents 

















John Olsen 








Louis Sisskind 


Important Changes at Hughes. 
Peters 

M. A. Bridge, Jr., is now general 

manager of the Hughes-Peters Electri- 

cal Co., Columbus, O., succeeding S. 

J. W. Davis is 

This change took place 


F. Swarr, resigned. 
lreasurer. 
Vebruary 1. 
Mr. Bridge was with the Erner & 
Hopkins Co. of Columbus for 16 
years, up to the time that Mr. Hop- 
He was 
then manager of their supply depart- 


kins died several years ago. 


ment. 

Mr. Davis has been with the Sackett 
Mine and Supply Co. of Columbus, 
for the past 20 years. 

Both of these gentlemen have se- 
cured substantial interests in the 
Hughes-Peters Electrical Co. 


+ * 


News from H. C. Roberts 

The H. C. Roberts Electric Supply 
Co., Syracuse, N. Y., is going after 
fan contracts with a vengeance and 
has put on a special campaign which 
has been under way for about a 
month. 

H. A. Hopper has been made chair 
man of the membership committee of 
the Syracuse Electric League. 

The work has been facili 
tated by the recent addition of three 
new machines for cash sales in the 
store, installed by the Hamilton Auto- 
graphic Register Co. 


inside 


Perhaps these 
new machines became necessary be- 
cause of the addition of L. J. McAllis- 
ter as counter salesman. 

















Griscom Bettle 

















J. M. Lorenz 












March, 1925 THE JOBBER'SfA|SALESMAN 



















Installation of Sol-Lux 
units in Spoehr’s Inc., 


Chicago, III. 


AN ADVERTISEMENT 


‘ A Customer Furnished The Copy For This Advertisement 


‘ O story of satisfaction from Sol-Lux units could be 
se more convincing than this letter from Spoehr’s, Inc., 
e- Chicago—* We wish to express our very great satisfaction 


for the results we have received from the installation of 


thirteen Sol-Lux units in our store at 17 South Dearborn 
= Street. Our lighting has been materially increased and 
| we are using less wattage per hour. Furthermore, our 


lamp replacement is a great deal less.” 


Westinghouse Electric.& Manufacturing Company 
East Pittsburgh Pennsylvania 
Sales Offices in All Principal Cities of 
the United States and Foreign Countries 
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New G. E. Distributor in Louis- 
ville 

A new company, known as the Jas. 
Clark, Jr., Co., has been established 
in Louisville, Ky., which has pur- 
chased the jobbing business of the 
Jas, Clark, Jr., Electric Co. The new 
company will act as the distributor 
for the General Electric Co. in the 
place of the Belknap Hardware & 
Mfg. Co. 

James Clark, Jr., is president of 
the new company; W. M. Hannah, for 
the past 17 years with the General 
Electric Co., is vice-president and 
treasurer and Walter Clark, secretary 
and assistant treasurer. Membership 
in the Electrical Supply Jobbers As- 
sociation, formerly held by the Jas. 
Clark, Jr., Electric Co., will be trans- 
ferred to the Jas. Clark, Jr., Co. 

* * * 


Avery Leaves Avery & Loeb 

Oscar Avery, formerly president 
and general manager of the Avery & 
Loeb Electric Co., Columbus, O., has 
disposed of his interests in the com- 
pany and has gone to Florida. 

A. E. Loeb is now president of the 
company; C. W. Hammond, treasurer 
and E. O. 


and general manager 


Downs, secretary. 


Governor Trumbull at Southern 
New England’s Big Meeting 
A most successful meeting of con- 

tractor-dealers and central station cus- 

tomers of the Southern New England 

Electric Co., distributor at Hartford, 

New Haven and Waterbury, Conn., 

was held at Hartford, January 19. 

Luncheon was served in the Hotel 

Bond ball room. The guest of honor 

was John H. Trumbull, president of 

Trumbull Electric Manufacturing Co. 

and. governor of Connecticut. Gov- 

ernor Trumbull sketched his career in 
the electrical business and spoke of his 
devotion to it. 

The next speaker was J. R. Spurr, 
president of the Southern New Eng- 
land Electric Co., who gave a short 
history of the company and its found- 
ers. Next, a two-act play “Putting It 
Over,” was presented by the Miller 
Co. This play showed an electrical 
store ‘‘before’ and “‘after’”’ the owner 
had made use of the sales promotion 
assistance offered by his jobber and 
manufacturer. It was said after the 
play that electrical men also made ex- 
cellent actors. 

The speaker Michael 
Schwarz, vice-president and general 
manager of the Miller Co., who spoke 
on “Aggressive Selling for the Con- 


next was 





tractor-Dealer.” J. M. Hickerson of 
the Miller Co. next outlined a selling 
plan that would, in a general way, 
create business during January, Ie). 
ruary and March. 

W. F. Minor, formerly general man- 
ager of the Ivanhoe Regent Works, 
now vice-president of the Miller Co., 
discussed the subject of “Co-operation 
Between Manufacturer, Jobber and 
Contractor-Dealer.” “Bill”? Goodwin 
of the Society of Electrical Develoy- 
ment was the final speaker. His sub- 
ject was “Confidence in the electrical 
industry.” He told about many of his 
experiences in the electrical industry 
and urged everyone to follow the lead- 
ership of men who had proven them- 
selves in the electrical fraternity. 

Representatives of the Electrical 
Leagues of Hartford, Meriden and 
Waterbury were present. S. G. Dick- 
inson, assistant to the president of thie 
Southern New England Electric (Co. 
was toastmaster. There was a total 
attendance of nearly 200. 

* * * 


Peabody Increases Facilities 
The Peabody Electric Co. of Mus 
kogee, Okla., has increased its avail- 
able space by 3,000 sq. ft. This ad- 
ditional space was secured by build- 
ing a balcony in the present building. 











_ When the cold winter days come, and the big jobber execu- 
tives are disperting themselves at Palm Beach, we always try 
to have one nice summery picture in reserve with which to 


regale those who stay at home. 





d t This time it is picnic time, 
the Newark Electrical Supply Co., Newark, N. J., enjoying 


itself at Kenilworth Inn, Kenilworth, N. J. Whether the in- 
dividuals in the pictures are large enough to identify is 4 
question, but by all indications they are making the well-known 
welkin ring. O. Fred Rost is the man in the upper left hand 
picture in the white shirt. 
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SILVERLITE 


Trade Mark Reg.—7 








STE REE 


An Unbreakable Reflector 


of Maximum Efficiency 


eae benteet Reflectors are all metal—pure 
copper electrolytically deposited on pure 











silver. ; ; . 
They cannot break, crack or peel. mecagee Each 
[heir high efficiency is due to two factors— has instantly adjust- 
No. 1. Pure silver, not an alloy, is used for able neck that makes 
the reflecting surface. alternate use of 75, 
No. 2. Light absorption is at a minimum, be- veneer ee watt 


: : ‘ 1 ible, with- 
cause of light not having to pass twice stg Hg a oe 


through a glass form. fittings. 
Let us send you complete information about this 
wonderful new line of all metal reflectors. 


I.R FRINK Inc. 


24th Street”and 10th Avenue, New York 


CANADA osuan 
Associated with The Robert Mitchell Co., Ltd., 64 Belair Ave., Montreal. = Pty 
Chicago, 11. Seattie, Wash. 
Buffalo, N. Y. al \ 


Boston, Mass. 
Detroit, Mich. Birmingham, Ala. 
















a e gy 4 Pa. 

evelan s, 

Portiand, Ore. Atlanta, Ga. bibs 
Washington, D.C. Pittsburgh, Pa. | PERE 





Los Angeles, Cal. 





San Francisco, 
Cal. E-2 For use in high, nar- 
row windows. 








E-5 For lighting through 
glass ceilings and other 
special purposes. 





it . 
mS 


E-4 For use in low, deep 
windows. 
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Turner Resigns—Henline 


Moves Up 


Resigning as vice-president and 
sales manager, James A. Turner, for 
15 years actively connected with the 
Protective Electrical Supply Co., Fort 
Wayne, Ind., will spend the remain- 
der of the winter in Florida, return- 
ing about May 15 to take up his resi 
dence at his country home, Fellows 
Place, on the Illinois road. 

Mr. Turner became active in the 
P. E. S. C. O. about two years after 
its organization, and when the work- 
ing force comprised but two men. 
The company now occupies a large 
building at Columbia and Harrison 
streets, and is one of the leaders in 
its field in that section of the state. 

Mr. Turner’s interest in the com- 
pany has been purchased by the re- 
maining owners, forming a_ stock 
company. 

Herbert Henline, for 14 years con- 
nected with the company and who has 
been assistant sales manager, has 
been promoted to sales manager to 
replace Mr. Turner. A later promo- 
tion will fill the position of assistant 


sales manager. 


* * * 


Whatever That Is 


Luther E. Reid, president of the 
American Electric Co., St. Joseph, 
Mo., has just returned from an ex 
tended trip to the Canal Zone. This 
trip was occasioned by the Imperial 
Visitation to Abou Saad Temple. He 
was accompanied by Mrs. Reid. 





That the Western Electric bunch of 
Boston, Mass., knows how to play as well 
as work is proven by this excellent set of 
pictures, received through the courtesy of 
Laura Baldelli, secretary to Mr. Burger. 
(1) C. F. Howes, a salesman “as he was” 
at the Riverside field day. (2) W. E. 
Munroe, quotation clerk, as official of 
something or other. (8) George Ela, cor- 
respondent at Monmouth, Me., with his 
two offsprings. Puzzle—find the heifer. 
D. H. Freeman, salesman, at 6 a. m. in 
Belgrade, Me., after having slept in hay 
all night. Laura did not say which one is 
Freeman. (5) J. H. McMullen, salesman, 
in observation tower on top of Mohawk 
Trail, Mass. (6) W. D. Whitehouse, ad- 
vertising clerk, about to play tennis up in 
the wilds of Nova Scotia. (7) Harold 
Robinson, sales record clerk at Franconia 
Notch, N. H. This man is undoubtedly 
married and trained. (8) A power spe- 
cialist snowshoeing in the vicinity of Ar- 
lington, Mass., otherwise F. A. Tibbits. 
(9) F. P. Amadon, salesman, showing his 
daughter a good time up in Maine. (10) 
Paul Mayr, correspondent, having landed 
the prize catch of the season in Boston 
Harbor. 
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No. 7121 


No. 6150 


Distinctively Different 


are these new switch plates and convenience outlets 
ot rich brown Bakelite in the “egg-shell” finish. 
Connecticut-Bakelite plates with their soft tone adapt 
themselves either to the tidy kitchen or the cozy living 
room. They combine beauty and convenience with 
safety. All Connecticut-Bakelite plates are shock-proof. 
A wide range of combinations can be had to suit in- 
dividual tastes and requirements. A plate or unit 
for every purpose. 


Ask the man who installs them 


© 


THE CONNECTICUT ELECTRIC 
MANUFACTURING COMPANY 
MAIN OFFICE & FACTORY, BRIDGEPORT, CONN. 
NEW YORK CHICAGO — SAN FRANCISCO 


CONNECTICUT 
“A=-1” DEVICES 
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Write for your copy of ‘‘The Peirce 
Presteel House Rack Bulletin’’ 
which gives a complete 
listing of all Peirce 

Presteel and Light 








House Racks. 











cl HOUSE RACKS. 
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SERVICE 


OU will find by using Peirce Presteel House Racks 

that your service will be constant. You can depend 

on them in all kinds of weather. They are easy to 
install and will last the lifetime of the building upon 
which they are mounted. 
The Racks are made with 34-inch channel back and have No. 12 
Gauge presteel points. The mounting holes are }3 x 14-inch both in 
the back and in the straps. When mounting the Rack to frame 
buildings use two 34-inch galvanized wood screws and two 14-inch 
Peirce expansion bolts when mounting it to a brick building. The 
straps should be used when a heavy strain occurs on the service 
wires or when mounting the Rack on a pole. 
The Racks come assembled with Peirce No. 1603 insulators and can 
readily be interchanged by removing the 3¢-inch insulator through 
bolt. These Racks are made in five sizes as illustrated by the above 
line drawings. 
The Light House Racks are sometimes used for carrying Secondary 
wires vertically on the poles when the conductor is lighter than No. 
3 wire. For Pole work, however, we recommend the Peirce Secon- 
dary Racks listed in the Hubbard Catalog No. 24. 


They are carried in stock and sold exclusively by 
the leading Electrical Jobbers. 


‘Hubbard and COMPANY 





PITTS BURGH * OAKLAND, CAL.“ CHICAGO 
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News of the Salesmen 

E. T. Nye and J. F. Merz have 
recently become associated with the 
Rumsey Electric Co., 1007 Arch St., 
Philadelphia, as salesmen. Russell 
Seither has joined the company as 
counter salesman. 

The Westinghouse lamp sales de- 
partment of Alexander & Lavenson, 
San Calif., 
strengthened by acquiring the services 
of J. J. 


Another salesman 


Irancisco, hasbeen 
Laingor. 

has been made 
from a good shipping clerk; namely, 
M. Greenberg, of Woodill-Hulse Elec- 
Co. He is said to be making 
a hit with the customers. 

Arthur E. Roscoe will cover the 
New York State for the 
Wetmore-Savage Co., Springfield 
house. 


tric 


territory 


‘'wo new counter men have recently 
been employed by John S. Maxson 
Co., Homer, N. Y., in Lawrence Ryan 
and Erdell Lawson. 

Earl T. of the 
Varney Electrical Supply Co., Indian- 
apolis, Ind., is now connected with 


Finn, formerly 


the Electric Appliance Co., Chicago, 
Ill., in the capacity of manager of the 
fixture department. This company 
has opened a new fixture show room, 
displaying the Wahle line of resi- 
dential lighting fixtures, for which it 
is agent in the Chicago territory. 


Ralph Robers is a new salesman for 
the Coast Electric Co., San Diego, 
Calif. 

Charles Zimmer resigned his posi- 
tion with the Bussmann Mfg. Co., to 
go with the Electric Supply Co., New 


Orleans, La. An addition to the city 


sales foree of the same company is 
W. R. Loveland, formerly of the 
Baton Rouge Electric Co., Baton 


Rouge, La. 

FE. J. Cashman is now salesman for 
the Brown & Hall Supply Co., St. 
Louis, Mo., and Herman J. Bansbach 
has joined the counter forces. Colonel 
E. J. Spencer recently left the com- 
pany to engage in the concrete pole 
business. 

The territory of Western Kentucky 
will be traveled for the Tafel Electric 
Co., Louisville, Ky., Sherley 
Mason. Harry Sewell has been put on 
the city sales desk. 

W. G. S. Snfith has been made sales- 
man for the Kersmeyer Co., Lincoln, 
Nebr. 

I’. W. Musgrove will travel North- 
ern Louisiana and South East Ar- 
kansas for the Interstate Electric Co., 
He will handle 


the general electrical lines and also 


by 


of Shreveport, La. 
radio. His headquarters will be Mon- 
roe, La. 

G. C. Dyer has just returned to the 
American Electric Co., of St. Joseph, 


Mo., from Texas, where he had been 
with the Electric Appliance Co., of 
Dallas. Mr. Dyer is taking up a part 
of his old Missouri territory and will 
now travel a part of Missouri and 
Kansas. 

Gilmour Kowlton is a new. salesman 
for the Sager Electric Supply Co., 
I.ynn, Mass. 

Henry Maddox, formerly with the 
Miller Co., is now with the Carter 
Electric Co., Atlanta, Ga., handling 
wholesale fixture sales. 


F. X. Sheeter, former popular 
counter salesman for the Woodill- 
Hulse Electric Co., Los Angeles, 
Calif., has been advanced to outside 
road salesman. E. M. ‘Harvey, 


general manager, F. C. Doyle, sales 
manager and Harry Morrell, Eureka 
manager, attended the annual Eureka 
convention in Detroit the latter part 


of January. 


* * * 


Maxson Purchases Property 

Warehouse property has been pur- 
chased by the John S. Maxson Co. of 
Homer, N. Y., at 30 Elm St. The 
warehouse building of 10,000 sq. ft. 
floor space on one floor will be on two 
acres of land with a frontage of 150 
feet on the D., L. & W. R. R., with 
siding. 











This photograph shows the sales force of the Duluth Elec- 
trical Supplies Co., Duluth, Minn., the St. Paul Electric Co., 
St. Paul, the R. M. Laird Electric Co. of Minneapolis, Minn., 
and the Westinghouse personnel from the Chicago division. 
This sales conference was held during the week of January 
5. J. W. Busch, manager of the merchandising division, brought 
the Westinghouse personnel to St. Paul to talk on the differ- 


ent Westinghouse products. 








At the long table near the side wall underneath the lights 
can be seen from left to right: Wm. Hogan, general manager 
of the Duluth Electrical Supplies Co.; W. J. 
president of the St. Paul Electric Co.; R. M. Laird, presi- 
dent of the Duluth Electrical Supplies Co., the St. 
tric Co. and the R. M. Laird Electric Co.; J. 
ager of the Westinghouse merchandising division, Chicago, IIl.; 


Jockers, vice- 


Paul Elec- 
W. Busch, man- 


Paul Joyslin, vice-president of the R. M. Laird Electric Co.; 


J. Dorney. 
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Butte and Spokane Men Con- 
gregate 


The annual sales meeting of the 
Montana Electric Company of Butte, 
Mont., and the Washington Electric 
Supply Company of Spokane, Wash., 
was held at the Hotel Davenport, 
Butte, January 19 to 23, inclusive. 
This meeting was one of the most suc- 
cessful ever held by these companies. 
It was attended by H. W. Turner, 
H. L. Bargion, general 
manager; G. B. Perier, secretary- 
treasurer, and Millard Sebern, B. J. 
Farrell, A. R. Willson, H. A. Smith, 
E. K. Bacon, A. J. Stanbury, M. L. 
Blakemore, T. C. Hughes, E. D. Par- 
sons, J. J. Mullins, all of the sales 
department. manufacturers 
were also represented. 


president ; 


Many 


* * * 


Nels Roth in for Life 


Here we have Nelson J. Roth, one 
of the “Ace” salesmen of the Elec- 
tric Appliance Co., Chicago, Ill. Nels 
is quite a salesman, in fact he has 
just succeeded in selling himself to 
Miss Jeannette C. Brooke of St. 
Louis, Mo., and so we say, “Con- 
gratulations.”’ 

Way back in 1887 The Southern 
Electrical Supply Co. initiated Nels 
into the mysteries of ohms, amperes 
and expense accounts. Eighteen 
months later he went with the Wes- 
tern Electrical Supply Co. and stayed 
there until April 1, 1907, when he 
made his present connection. Ex- 
cept for a small period of time be- 
tween ’98 and ’04 spent in Kansas, 





Nelson J. Roth 





Nels has traveled Missouri continu- 
ously and is on speaking acquaintance 
with every cross wire and insulator in 
the state. 

Probably his biggest achievement 
(outside of marriage of course) was 
his success in securing, entirely un- 
aided, a very valuable meter contract 
with one of the largest operating 
syndicates in that country. Against 
odds which were almost unsurmount- 
able, he worked for four years on 
this one prospect, playing a lone hand 
and his final success which was be- 
yond expectations carries a moral to 
jobbers’ salesmen in general, “Do not 
be afraid to go after big business.” 


* * * 


Erner Electric Co. to Move 


The Erner Electric Co., Cleveland, 
O., in the electrical jobbing business 
for the last 24 years, has been forced 
by expansion to leave its present quar- 
ters at 1240 Ontario street, and will 
move to a larger stand at 1480-38 W. 
Ninth street, J. M. Bateman, vice- 
president and general manager, 
nounces. 


an- 


* * * 


F. D. Lawrence Gives Unique 
Party 


Seventy men gathered together at 
lunch, as guests of The F. D. Law- 
rence Electric Co. of Cincinnati, O. 
This luncheon was called so that the 
representatives of the factories, who 
are covering the territory which is 
also covered by The F. D. Lawrence 
company, would know each other. For 
instance, if the representative of the 
Edison Lamp Works is out in the ter- 
ritory, he will run across the repre- 
sentative of the Square D Co. or the 
Benjamin Electric Mfg. Co., and re- 
member that he met him at this lunch- 
eon. Perhaps he may tell him of an 
order that some dealer, in another 
town, is just about ready to place or 
either one of them might be able to 
say a word for The F. D. Lawrence 
Electric Co. (should it become neces- 
sary). 

After the guests were introduced 
by Warner Sayers, secretary and sales 
manager, contests were intered into 
and prizes won by the following: 

First Prize: Gray Jones, Tubular 
Woven Fabric Co. “Booby” Prize: 
J. W. Roberts, small motor depart- 
ment, The Robbins & Myers Co. 





Everybody present was well pleased 
with the good fellowship that existed 
and the sales department believes that 
it means a step towards a closer tie-in 
with the factory representatives, who 


are its friends. 
* * * 


“Killie” Joins Greenfield 

J. E. B. Kilbourn who has joined 
the forces of the Greenfield Electric 
Co., Baltimore, Md., is popularly 
known as “‘Killie.”” He has been con- 
nected with the Baltimore branch of 
the Western Electric Co. for the past 
eight years, and has covered nearly 
all of the Western Maryland, Vir- 
ginia and West Virginia territories. He 
now takes up the duties of a secre- 
tary of the Greenfield Electric Co. and 
will continue to cover pretty much 
the same territory as heretofore. 

This photograph is not altogether a 
good likeness. There seems to be some- 
thing lacking, and that something is 








J. E. B. Kilbourn 


either a gun and a rabbit hound or it 
might be a rod and reel. Fishing and 
gunning are sports in which “Killie” 
excels, 

* * # 


Odell Promoted by Western 
Electric 

Jay B. Odell, for several years man- 
ager of the Richmond, Va., distribut- 
ing house of the Western Electric Co., 
has been appointed to the position of 
assistant to the president of the com- 
pany. 

Mr. Odell went to Richmond in 
1918 to manage the Richmond branch, 
after 14 years of service with the 
company in various departments. He 
remained there three years and .in 
1921 was returned to New York to 
manage the company’s largest branch 
house. 
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Points of the 
New Tungar 


Smaller and more compact 
than ever—with a smaller and 
more convenient bulb. 


Charges either A or B radio 
storage batteries—or auto bat- 
teries. Itneeds no attachments. 
It makes no disturbing noise. 


It sells with every storage bat- 
tery set, and helps to sell the 
set. 


Two ampere size. List price 
(East ofthe Rockies) $18.00 


Five ampere size—design un- 
changed. List price (East of 
the Rockies) . , . $28.00 


60 cycles—110 volts 


GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY MERCHANDISE DEPARTMENT BRIDGEPORT, CONNECTICUT 



















JNNow — a 









A new Tungar—for the hundreds of thousands 
of ready prospects—making the Tungar line more 
profitable than ever. 


The Tungar—the original bulb charger—is aG-E 
product—again improved in the G-E laboratories. 
It means better reception—and that means greater 
sales. Now you will sell moresets, more batteries, 
more TUNGARS. And it all means more profits. 


REG. U.S. 





Tungar—a registered trademark—is found only 
on the genuine. Look for it on the name plate. 


MERCHANDISE DEPARTMENT 
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Its Building 
Robertson Supply Co., Orlando, 
Fla., recently purchased the building 
it has occupied for some years as a 
wholesale distributor. The building is 
five stories, with an approximate total 
floor space of 45,000 sq. ft. This is 
said to be the largest building devoted 
to an electrical jobbing business in 
any city of less than 20,000 inhabi- 
tants. L. M. Robertson is president 


of the company. 
* * * 


Some Recent Changes at 
Woolley’s 

S. W. Strouse, formerly represent- 
ative for Landers, Frary & Clark in 
the appliance line, is now working 
exclusively on ‘“Universal’’ washing 
machines and vacuum cleaners for L. 
A. Woolley, Inc., Buffalo, N. Y. Mer- 
rill Bedient and J. J. Mattice were 
recently added to the force as counter 
men. R. Du Quette, formerly city 
salesman is now in charge of the ra- 
dio department and J. B. Doan, who 
was in charge of the pricing depart- 
ment, has taken the place of city 


salesman, 
Three Big Jobber Catalogues 
Just Out 


The I. D. Lawrence Electric Co. of 
Cincinnati, O., has just placed in the 
hands of its trade, a fine new standard 
714 by 10% in., page-size catalogue, 
built for them by R. R. Donnelley & 


Robertson Supply Now Owns 











C. D. La Mee, vice-president and sales manager of the Florida Electric Supply 
Co., Jacksonville, Fla. is saying goodbye to Robinson Farmer, of S. Robert Schwartz 


& Bro. 


The one whose hair is slipping is 


Farmer. His territory begins with 


Georgia and Tennessee, includes all the south, practically everything west of the 
Mississippi river, including the Coast, but excepting St. Louis, Minneapolis and St. 


Paul. 
care of his hair. 
field secretary of the Southern 
Association. 


Concentrating in a restricted territory like this he has had no time to take 
During the War, Farmer was secretary of the War Advisory 
Board of the Building Stone Industry of the United States. 
California Electrical Contractors’ 


For a time he was 
and Dealers’ 





Sons Co. on the Donnelley unit selec- 
tion plan. This 600-page catalogue 
also employs the Donnelley instanta- 
neous section finder and has a cover 
printed with red ink on green cloth. 

One of 450 pages with similar fea- 
Lures has just been made for the Roch- 
ester, Electrical Supply Co., Roches- 
ter, N. Y. This has a blue cover print- 
ed with black ink. 

The Frank H. Stewart Electric Co., 








Here you have before you in ineffable calm and surrounded with the implements of 
their trade of order taking, the sales force of the Terry-Durin Co., Cedar Rapids, 


Ta. 


C. E. Lerch; C. 
Meyer; J. R. Haney; R. L. 


They were peaceful for a moment, but inside of the next 24 hours the black 
soil of Iowa knew their tracks as they uproariously sought their victims. 
ing at the left with the second handsomest one of the bunch, you have: J. T. 


Start- 
Hill; 


H. Neitzel; E. J. Lloyd; Kenneth Lindsay, sales manager; H. E. 
Van Meter and Miss Edison. 


Philadelphia, Pa., is sending out the 
third one, of 350 pages, 714 by 105% 
in. This also is built on the Donnel- 


ley unit selection plan. 
* * * 


Mike Will Get a Chill 

A. L. Chill, of the Indianapolis 
Electric Supply Co., being from In- 
diana, is a coming bard, for, “so 
sweetly is his tongue speech fashioned 
As- 
sociated with him in the jobbing busi- 
friend, Mike 
A recent trip of Mike’s was 

of inspiration to Chill’s 
Muse, and he dashed off the follow- 
ing stanzas which are dedicated to 
Mike. They reproduced 
verbatim, as is. 

MIKE. 


Mike and I were riding, 
On the train the other day; 
I was going to Greencastle, 
He, well all the way. 


that men trow his every word.” 


ness is his salesman 


Loucks. 
a source 


are here 


All the way to Terre Haute, 
A town, so bold and bad, 

That I, was most afraid for him, 
They’d steal the handsome lad. 


Mike he says, “You needn’t fret, 
Bad women don’t scare me, 
All liquor’s gone, I’m not afraid, 
Of temptations that might be. 


“You, just get off and go to work, 
I’ll run so hard and fast, 

I won’t even stop in Terre Haute, 
I'll go right on a past.” 


Well I got off and went to work, 
Praying God, good care to take 

Of Mike, and to return him home, 
All for his family’s sake. 


A Li Cunt. 
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Trade Mark 


It’s clean as a scrubbed table! 


You could eat a meal off “U.S.” Royal Portable Cord, for it is clean as a 
scrubbed table. 


The ordinary fabric-covered appliance cord, with its affinity for lint, threads, 
and dust, would make none too inviting a table-top after a trip across the floor. 
But when the cord is “U.S.” Royal there’s a different story to tell. A “U.S.” 
Royal Portable Cord as equipment on her cleaner or washing machine would 
bring balm to the heart of the most particular housekeeper. 


That solid rubber cover has none of the irregularities or hairy threads by 
which the dirt gets a hold. A wipe of a wet rag, at any time, will make it 
spotless. It slides smooth and clean over any surface, shedding water as 
easily as dirt, and unharmed by grease, oils, or acids. 


In the smaller sizes, “U.S.” Royal Portable Cord fills the bill perfectly for 
use with household appliances, hospital and barber shop equipment, soda foun- 
tain mixers, and similar devices. 


Neat and sanitary for such uses. Impervious to the agents of decay which 
attack cords in industrial plants or garages. That is a double-barreled sell- 
ing point which only the rubber cover of “U.S.” Royal Portable Cord can 
give you. 


We have a sample for you. 


United States Rubber Company 


1790 Broadway New York City 
COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 

Atlanta Cincinnati Indianapolis Philadelphia Seattle 
Baltimore Cleveland Kansas City Pittsburgh Spokane 
Birmingham Columbus Minneapolis Portland, Ore. St. Louis 
Boston Denver New Orleans Rochester Syracuse 
Buffalo Detroit New York Salt Lake City Toledo 
Chicago Houston Omaha San Francisco 


Also makers of ‘‘U. S.”? Paracore Wires and Cables 
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The Folly of Price Cutting 


One of the easiest ways to get rid 
of goods, next to giving them away, 
is to cut prices. If you don’t believe 
it, just try it. 

Pick out some piece of equipment 
which ordinarily retails at $100 and 
then make a bargain price of $68.50, 
and see how long before it is sold, of 
course, it doesn’t make any difference 
if that particular piece of equipment 
costs you $72.80, laid down in your 
place of business, and your overhead 
is 11 per cent on your gross sales. 
All you have in mind now is to get 
rid of the machine. 

One of the nice things about this 
manner of selling merchandise is that 
it requires no special salesmanship 
ability. The quality of the goods, 
plus the cut price, is doing the work 
for you. 

Another nice thing about it is that 
it tickles the fellow who gets the bar- 
gain and will keep him busy for weeks 
and months telling his friends and 
neighbors how “he put it over on you.” 

Still another nice thing about it is 
that it is a sure indication that the 
business man who indulges in price 
cutting will not long be in business. 
This, no doubt, is what he wants to 
bring about when he begins the prac- 
tice. 


There may be some other nice 
things that could be said about price 
cutting which we are unable to recall 
just now. Perhaps the reader can 
help us out. 

But America never became the great 
commercial nation it is today through 
the efforts of the price cutter. Mod- 
ern business institutions have not 
been built upon that policy. Quality 
and service, at a price which insures 
a reasonable profit, always has been 
and always will be the corner stone 
of every successful business institu- 
tion. 

Price cutting is the bane of modern 
business—the boob’s Paradise. It is 
the ill wind that blows nobody good. 
It saps the life blood of industry and 
ruins the man who practices it. 

But the price cutter is present in 
most every line of business. Like the 
thief in the night, he slinks about with 
his secret discount and rebates and 
undermines the entire business struc- 
ture. He spoils business for every- 
body else and he does no good for 
himself because he loses the profit to 
which he is entitled. 

But there are different kinds of 
price cutters. Some are just plain 
boobs while others follow practices 
which are unforgivable. Their tricks 
and subterfuges are beneath contempt. 


A case was recently brought to our 
attention where an implement dealer 
went to a competitor in a nearby town 
and discussed with him what should 
be a reasonable price for a certain 
piece of equipment. After they had 
discussed factory and overhead costs 
and reasonable profits, they arrived at 
an approximate retail price. 

But within 10 days after their con- 
versation, this implement dealer had 
sold four machines almost under the 
eaves of his brother dealer and not 
one of them brought anywhere near 
the price discussed. In fact, in one 
instance, the price was cut more than 
25 per cent. While this is a particular 
aggravated case of price cutting, it 
differs from thousands of others only 
in the déceit practiced. 

No matter what method is used or 
what excuse is set forth, the effect ot 
price cutting is always the same. 

Modern business and present 
competition require executive 
sales ability and price cutting 
never takes its place. Any man 
lacks this ability, had better get out 
of business before he wastes his capi- 
tal through such suicidal methods. 

Remember, quality and service, not 
price, is the policy upon which all 
business must stand.—‘‘Pacific Coast 
Commercial Traveler.” 
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Salesmen and executives of the Missouri Valley Electric Co., 
Kansas City, Mo., got together for one day, January 17, and 











went over the new lines and policies. 
a dinner at the Kansas City Athletic Club. 
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In the evening they had 
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ib ¢ The New 


Liberty “Flopper” Toaster 


Created by Liberty to fit and fill a waiting market of 10,500,000 


GTATISTICS show that of 12,000,000 wired homes, 
approximately 1,440,000 have electric toasters—a 
mere 12 per cent. 
No basket to turn, 10,560,000 homes with electric service—but no toasters. 
No doors to drop, Nearly 9 out of 10 homes without toasters. Think of it! 


Just push the toast, , : ; : ; 
: Liberty is quality-built and priced to S-E-L-L 
And see it flop. eee P 
The new Liberty “Flopper’’ Toaster, beautifully designed and 


finished, is most unique in construction and operation. Made of 
20-gauge cold rolled steel, heavily nickeled, nicely polished, and 
equipped with a genuine Nichrome heating element. Vertical 
suspension of this heating element between two refractory sup- 
ports insures even heat distribution and maximum life. 





















































No springs—no moving parts to get out of order. Bread is 
removed from bread rack by pressing bread in at bottom. Racks, 
measuring 5x51, inches, accommodate two eztra large slices of 
bread, which may be cut to any desired thickness. 

Show Liberty to your trade now—they need it. Wire or write 
your house TODA Y—get them to write for terms, discounts and 
an initial shipment at once. 


The Liberty Gauge & Instrument Co. 
6612 Euclid Ave. Cleveland, Ohio 


West of Rockies 























SPECIFICATIONS . 
‘ of 20-gauge bright cold rolled. steel, heavily 
rif besutifully colished. Heating element is 
genuine Nichrome wire suspended between two 
F , supports. 
Plea 7 tl States 6% in. wide; 4 in. deep. Bread 
rack, 5% in. wide, 5 in. high. 
Equipment: 6 ft. .connection cord and standard 
two-piece attachment plug. oats 
Capacity: 110-120 volts, A. . or D. C., 30 watts. 
Packed: Attractive individual cartons; cases 12 
and 24; weight 36 and 71 pounds respectively ; 
individual weight 2 lbs., 11 oz. 





LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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“Boosting Bill’ 
(Continued from Page 9) 


enough in our own circle to keep the 
factories busy for months.” 

“Well, what are you going to do 
with the old stuff—who wants it?” 

“Why, say, Jones, I'll bet you we 
can start out in the morning and sell 
every one of the appliances in your 
home to people who haven’t got the 
money to buy new ones. But they 
want good appliances and the result 
is that they don’t buy any. Take your 
washer. It cost you $70.00 in 1912 
—let’s sell it for $35.00 this morn- 
ing.” 

“Thirty-five? Say, wait a minute. 
Hello — Main 6824—Mrs. Smith? 
This is Mr. Jones talking. Say, I’ve 
just located a washer that I think is 
just the thing that we were looking 
I'll put a coat of paint on it and 
Yes, I'll guaran- 
Well, I 
said I could get you one for about 
$75, but I landed this for $55, five 
down and five a month. Well, that’s 
fine. I'll have it up the day after to- 
morrow if the paint’s dry. Thank you 
Mrs. Smith—’” 

“IT guess you're right, 


for. 
it’s as good as new. 
tee it for a year all right. 


Bill, 


might as well put me down for four 


you 


machines, one for me and one for 
Henry, Jim and Bill. I'll pull your 


line of chatter on them; they worked 


it on me and I never knew it. Now 
I’ll come back at them strong, and 
we'll get some old models in the hands 
of people that ought to have machines 
but can’t afford the new ones. Be- 
lieve me from now on I’m going to do 
some stimulating and I’m going to 
start right in with one Mr. John R. 


> 


’ 
Jones. ale 


We’re With You, Don 

Friends of Don B. Rutledge, of the 
Wesco Supply Co., Memphis, Tenn., 
will regret to learn that he finds it 
necessary upon the recommendation of 
his physician, to seek a more equable 
climate for a period of several months 
or more, after which, when his health 
permits, he will again take over his 
territory. 

In the meantime, the territory will 
be covered by Mr. Rutledge’s brother, 
C. B. 
trical salesman who has been connected 
with Wesco over a period of something 
like 15 years, and who at present is 


Rutledge, an experienced elec- 


looking after the city sales. Pending 
a definite decision as to Don’s return 
to his territory, his brother will call 
on the trade just as frequently as pos- 
sible, consistent with his obligations to 
his regular customers in the city of 
In this, C. B. will be as- 
sisted by Jas. S. Brown, Jr. 


Memphis. 





- 





While the rest of the country shivers—here is a sunny reminder from the land of 


perpetual sunshine, California. 


ing’ December but they might have been.* 
From left to right: Winship, Fries, Daugh- 
It is one of those “before breakfast” pictures for the only 


Wholesale Electric Co. of Los Angeles. 
erty, Kennedy and Fyfe. 


time to “shoot” this bunch of hustlers is to round them up before breakfast. 


No, we did not say the straw hats were worn dur- 


The group are salesmen with Reiman 


We 


refer to the photographer’s breakfast, for this bunch starts early and catches the 


dealer as he opens his store. It’s the old 


*Our own correspondent will pull this climate stuff and we can’t stop him. 
And he is just too good to fire. 


blue pencil! it he hollers. 


+-Ed. 


story of the early bird. 


If we 
So kindly bear with us. 











J. W. Dammerall, Jr., above: is one of 
the old timers, having spent 23 years in 
the electrical supply jobbing business— 
he can tell you about “Way back when.” 
J. W. is with the Sager Electric Supply 
Co., Boston, Mass. 

Hirsch a Seasoned Advertising 
Man 

Albert W. H. Hirsch, with the 
Julius Andrae & Sons Co., Milwau- 
kee, Wis., as advertising manager, 
came from the General Conveyor & 
Mfg. Co. of St. Louis, Mo., where he 
held the position of advertising man- 
ager. 

He credits his electrical experience 
to having represented Stone & Webster 
of Boston, Mass. in Tampa, Fla: and 
Baton Rouge, La. and the Union Elec- 
tric Light & Power Co. of St. Louis, 
Mo. 

His advertising ex perience he 
fought for at the University of Mis- 
souri and to this was added some news- 
paper experience. At one time he 
operated his own advertising agency 
in Tampa, Fla. 

* * * 
Hobson Prominent in Banking 
Business 

H. E. Hobson, president of the 
Southwest General Electric Co., Dal- 
las, Tex., was recently elected a mem- 
ber of the board of directors of the 
third largest national bank in the city 
of Dallas. This bank, which is 11 
years old, has a very active organiza- 
tion. 
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EAGLE USES BENJAMIN RADIO PARTS 


Cle-Ra-Tone Sockets and Benjamin Push-Pull Battery Switch 
Features in These Popular Sets 


Radio is certainly in the air as well as 
on the air. There’s just one thing that 
everyone talks about beside oil burners 
and cross-word puzzles and that’s radio. 


And while we are talking about radio 
it will be in order to say something about 
the Eagle Radio Company, Newark, N. J. 
This company makes three models, two 
of which are five-tube balanced neutro- 
dynes and another, the latest, a three- 
tube dry cell neutrodyne, which is called 
the ‘“Eaglet.” 

Albert B. Ayers, sales manager of the 
company, has some pronounced ideas 
about the design and construction of 
radio receivers and their distribution and 
their distributors. Mr. Ayers believes 
that radio receivers are precision instru- 
ments, that the radio user is fast becom- 
ing mighty choicey about his sets and 
that only the absolutely fittest in radio 
sets and radio parts will survive. This 
means that not only does the radio user 
want an instrument that will work, but 
it must give good volume, good tone, re- 
spond to and reproduce distant signals, 
be selective to a degree and while pos- 
sessing these features, it must stand up 
under continuous service as long as the 
user has it in his possession. 


He has some ideas about distributors, 
also. He says: “The Eagle Radio Com- 
pany selects its distributors with the same 
care as it selects the parts for its prod- 
ucts. Men whose policy is to handle 
only the best; who have a good knowl- 
edge of the public’s need in radio; who 
have the ability to meet these needs with 
adequate stock; who are willing to co- 
operate and maintain a standard, and 
whose reputation for good service and 
fair prices are established handle Eagle 
products.” 

Assisting Mr. Ayers is Thomas Ken- 
nedy, Jr. Robert F. Marsh is in charge 
of the Service Department, assisted by 
William Harding. Thomas Smith Loeser 





is engineer of the company and designer 
of the three Eagle 
Smith’s assistant is Donald O. Friend. 
The company has grown rapidly but has 
welded its organization into an aggres- 
sive, smooth-working unit. 


receivers. Mr. 


The new baby receiver, the “Eaglet,” 
is light in weight and can be used as a 
portable—carried from room to room, 





transported by automobile, taken to sum- 
mer camps or on fishing or yachting 
trips. The company is plugging for 
summer business with this receiver. 

A feature of the Eagle receivers are 
Benjamin Cle-Ra-Tone Socket and 
Push-Pull Battery Switches. These 
Benjamin radio products’ contribute 
greatly to the effectiveness of these in- 
struments and are an exemplification of 
Mr. Ayers’ idea about giving Mr. and 
Mrs. Radio Fan the best in the way 
of radio parts. 

Benjamin radio parts are known. They 
are going into good sets. They are rec- 

Next page, please. 








The little lady is one of the feature of the Musical Comedy ‘‘I’ll Say 
She Is!’’ She’s posing on an Eagle Receiver. Even a fairy can disturb a 
sensitive radio tube but the Eagle uses Cle-Ra-Tone Sockets. So while 


the little lady dances, the tubes sing their tunes without distortion. 
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ommended in the hook-ups of the leading 
engineers, and are a part of many leading 
sets. These hook-ups have been circu- 
lated in newspapers and magazines to 
hundreds of of radio users 
all over the world. In addition to this 


thousands 


prestige, Benjamin is constantly telling 
the radio public about these radio prod- 


ucts in bold, persistent advertising in 
Popular Radio, Radio News, Radio, 
Radio Engineering and the _ Citizens 


Radio Call Book. 





BUFFALO USES BENJAMIN HOWLERS FOR 
POLICE SIGNAL SYSTEM 


Minneapolis Authorities Inspect the Buffalo System and 
Adopt the Howlers for their City 


There are at Benjamin 


Heavy Duty Signal Horns in use in the 


present 259 


police signal system in the city of Buf- 
falo, N. Y. Of these, 200 are 60 cycle 
and 58 are 25 cycle. The 25-cycle horns 
have been in use since 1921 and have in- 
for maintenance. 


curred no expense 


min signals in Minneapolis. C. R. 
Sargent, Western 
Minneapolis, who is working with the 


Electric Company, 


city autorities, is giving them excel- 
lent results in getting the signal sys- 
tems up as fast as they are wanted. 








Sixty-two of the 60-cycle signals 
have been in use since 1920, 53 
since 1922, 86 since 1923. As a 
part of this signal system there 
are also 259 Benjamin Vapor- 
Proof Fittings, which work in 


conjunction with the horns. 
Os ee. 6 


Bauers, of the Police 


Signal Corps, was the engineer 
on the job and laid out all the 
plans. The equipment was fur- 
nished by the Robertson Cataract 
Electric Company, Buffalo. 
George Eberhardt took care of 
the job with Mr. Trimble, our 
live Northern New York repre- 


sentative, making himself very 
useful. 

After the signals had been in- 
stalled for some time a party of 
Minneapolis State officials 
Buffalo had 


to their 





coming 


through their atten- 


tion called unique effi- 


ciency and economy. As soon as 
they got back home they started to 


install a similar system of Benja- 

















Buffalo, N. Y. Police Signal System Used Benjamin 


Howlers and Vapor Proof Lamps 





SECTIONAL SHOW CASE LIGHTING UNITS 
GOING BIG 


Accessories Add to Effectiveness of Demonstration and Make 
Sales and Installations Easy 


The announcement recently sent out to 
the distributors that Benjamin Sectional 
Showcase Reflector units had been im- 
proved in several small details resulted 
in such a display of keen interest that 
we believe the family would like to know 
more about the line. 

The showcase reflectors are now being 
supplied with soft brass tubing finished 
in statuary bronze to carry all wire leads 
from the entry to the fixture. The tube 





connections can also be used for around 
the end of a curved showcase and insure 
continuous light value over a showcase 
bending at right angles. 

The clips for hanging the fixtures have 
been strengthened and the shape slightly 
changed. With the new clips the en- 
tire unit will hold together and keep its 
position firmly as long as the case stands 
up. 

The fixture is 


Benjamin showcase 








daily growing more popular. Just re- 
cently our good friend, Jack Saladine, 
of the Western Electric Company, New 
Haven, demonstrated the efficiency of the 
showcase fixture to the G. Fox & Com- 
pany, one of the leading department 
stores of Hartford, Conn. The depart- 
ment managers who witnessed the dem- 
onstration were so enthusiastic about the 
results obtained from the fixtures, as 
well as by their simplicity, inconspicuous- 
ness and economy of operation, that they 
placed an order immediately for cases in 
their departments to be re-equipped with 
Benjamin reflectors in time for the holi- 
day season. We will bet a dinner that 
Jack Saladine, who made the demon- 
going to add them for 
the entire store to the long string of big 
stores in which he has placed the Ben- 
jamin showcase unit. 


CARROLL TO WRITE 
FOR THE REFLECTOR 


H. R. Carroll, general manager of the 
Carroll Electric Company, Inc., Wash- 
ington, D. C., has agreed to contribute 
several articles on Electric League affairs 
in the District of Columbia and on the 
methods of conducting business which 
has made the Carroll Company such an 
eminent success. Readers of “The Re- 
flector’”’ are to be congratulated on hav- 
ing the opportunity to get these articles 
from a man who is an acknowledged 
leader in his line. 


stration, is 


WESTERN ELECTRIC NOTES 


S. B. Hardin is in charge of the Okla- 
homa City, Okla., office in the Trades- 
men’s National Bank Building, with J. 
E. Murray assisting. 

Harry Hallett, who was _ connected 
with the company for many years, but 
who has been away for about three years 
on a leave of absence, is now traveling 
his old territory, northern Kansas. 

George Antrim, who has been with the 
company for many years, has resigned 
to become commercial sales manager of 
the Kansas Electric Power Company at 
Emporia, Kas. 


CRESCENT ELECTRIC GETS 
2 NICE PANEL BOARD JOBS 


The Crescent Electric Company, 
Evansville, Ind., has been awarded the 
contract for Benjamin-Starrett panel 
boards for the Graham Truck Company 
factory and also for the new Y. W. C. A. 
Building. 
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IN THE BIG BENJAMIN FAMILY 


The Peabody Electric Company of 
Muskogee, Okla. are growing so fast 
that they can hardly keep their plant 
large enough for the business. They 
are just taking in another 1,500 feet of 
floor space to be devoted entirely to Ben- 
jamin reflector stock. 


* £ 2 


A. C. Eastburn, former purchasing 
agent of the Carroll Electric Company, 
Washington, D. C., has been made as- 
sistant sales manager at Washington 
headquarters. It’s a well earned promo- 
tion and we wish the new assistant sales 
manager much success. Mr. Eastburn 
was succeeded as purchasing agent by 
B; W, Clark. 


* * * 


E. F. McCarthy, one of the younger 
men of the Carroll Electric organiza- 
tion, has been promoted to store manager 
in the Washington headquarters. 


* *x * 


A copy of “Parr-a-graphs,” the snappy 
house organ of the Parr Electric Com- 
pany, New York city, one of Benjamin’s 
enthusiastic eastern distributors, has just 
come to our desk. McKew Parr, who 
gets out the booklet, is to be congratu- 
lated on the “meaty” stuff he puts in it. 


* * * 


The Piedmont Electric Company, Ben- 
jamin distributor at Asheville, N. C., 
has moved into its new home. The 
building is modern and up-to-date in 
every way and gives Piedmont additional 


TTT A be 





Piedmont Electric Company’s New Home at Asheville, N.C. 


facilities for serving its customers. For 
more than twenty years the Piedmont 
bunch have been immensely popular with 
the trade and under Bill Farr’s leadership 
will continue to grow. 

* * x 

Cleary Electric Company, at St. Louis, 
is off for a big 1925. Here’s a couple 
of extracts from a letter we have just 
had from them: 

“Wm. J. Schrimsky, an old-timer in 
the electrical field around about St. 
Louis, is now representing us in south- 
eastern Wisconsin, and also southern Illi- 
nois doing a bang up job as of old. 

“Roy E. Busch is showing the pace 
in St. Louis among the _ contractor- 
dealer fraternity. As an example of 
Roy’s high pressure he has sold over a 
half carload, some 70,000 feet of Tri- 
angle armored cable in the past ten days. 
This in itself is a real job and he also 
had time enough to add over $5,000 
worth of lamp contracts to his credit. 

“Robt O’Donnell, office manager and 
purchasing agent, is using the whip on 
the sales organization these days to show 
him why we cannot repeat in January 
over December sales.” 

An item of note also reported by M. J. 
Cleary is a beautiful installation of Ben- 
jamin R L M’s just sold to the largest 
bag company of the city. 

* * * 

We're all excited. One of our dis- 
tributors has just purchased and moved 
into a four-story home to give himself 
more space to sell Benjamin reflectors. 


Yeeerere 


COPE F Ore re, 
See TUT Cin 


S 





That part of it isn’t surprising, but he 
forgot to sign his name to the letter and 
now we're excited because we don’t know 
just where these congratulations belong. 
We'll tell you a secret, though. The 
new address of the firm is going to be 
480 Market Street. There we're stuck 
again because we don’t know what Mar- 
ket Street it is. 


* * * 


Otto Reiman, Inc., one of the old elec- 
trical houses in Chicago, is building a 
new two-story home, 50 by 190 feet, at 
756 West Adams Street, Chicago. 

* a - 

Sweeney Radio and Electric Company, 
is standardizing on Cle-Ra-Tone sockets 
for all of its radio sets. The Sweeney 
people believe in giving value to their 
customers. 

* *k * 

Mr. and Mrs. Lither E. Reid have 
just returned fr in a trip to New Or- 
leans, Havana, Crystobal, Port Limon, 
Costa Rica, and other points in the South 
and report a most wonderful time. This 
trip was occasioned by the Imperial Visi- 
tation to Abou Saad Temple in the 
Canal Zone. Mr. Reid is president of the 
American Electric Company, St. Joseph, 
Mo. 


PLAYS GOLF—SOMETIMES! 


Thos. G. Nolloth, star 
salesman of the 


electrical 
Miami valley, who 
lives in Hamilton, Ohio, and repre- 


sents the F. D. Lawrence Electric 


Company, of Cincinnati, only plays 
golt on Saturday afternoons and Sun- 


days. That is why we call Tom the 





“star” salesman. As he-‘tries to do the 
same as his purchasing agents, Tom 
claims that they are only able to play 
golf on these days and therefore it 
would not be right for him to slip 
off during the week and better his 
game. 

Just the same, Tom must either play 
a good game and win his orders or he 
puts in a lot of time on his job. The 
valley shows a long list of fine Benjamin 
installations—even on tennis courts, and 


that isn’t a golf story. 
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in This Porcelain Enameled Steel Window Reflector 


Stores are usually judged by the attrac- 
tiveness of their show windows. 


In installing show window reflectors the electri- 
cal contractor’s work shows in the service the 
reflectors give. Now there is a new way to make 
windows more attractive. Benjamin Elliptical 
Angle Reflectors have seven features which prac- 
tically eliminate old-time lighting troubles. They 
change window displays to scintillating business- 
getters for the dealer and to the electrical con- 
tractor goes the credit and the new contracts. 


7 New Features 


1. The inside reflecting surface of the Benjamin Elliptical Angle 
Reflectors is of brilliant white porcelain—tfused on in three 
coats to give a permanent, 

sparkling surface. It diffuses 

unstreaked light over the 

whole window display. [ 
Cat. No. 1406 


2. The reflected light is 
noticeably white and clear. 





The installation fittings make it easy to install the Benja- 
min Reflectors. They also enable the window trimmer to 
quickly detach the reflector for cleaning and then just as 
quickly return it tojits place. No. 1406 and No. 1403 have 
screw thread for shade holder No. 4377. 


247 W.17th Street 
New York 









120-128 S. Sangamon Street 
Chicago 


EN7AMIN 


It enhances the color and texture of merchandise —is “easy 
to the eyes.” 


3 There is no waste of light. The elliptical shape of the 
Benjamin reflector directs light rays from each lamp sideways, 
so that the light from one lamp overlaps the light from the 
other. The straight back of Benjamin Elliptical Angle Reflec- 
tors keeps light inside the window. 


4. Fewer lamps, of higher wattage, are used. This cuts down 
cost of installation and upkeep. 


5. Merely a stroke of a damp rag will clean the white, 
smooth inside surface of a Benjamin Reflector. This 
saves time in window trimming. 


6. Benjamin Reflectors are constructed of steel and a stone-hard 


enamel—almost indestructible. 


7. The enamel on the exterior of Benjamin Reflectors is a 


beautiful buff color—to match your window trims and 
harmonize with almost any color effect 


in the window display. They put the 
sales-magnet into the window show 
—improve it in every way with the least 


Cat. No. 4377 “3% and attention. 





For color lighting the LacoColorliteis ideal. It permits the 
use of full color effect to bring out the beauty of goods 
under display. There is a choice of amber, red, green and 
blue. Readily put on the lamp or taken off. 


Laco Colorlite 


Benjamin Electric Mfg. Co. 


448 Bryant Street 
San Francisco 
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Have You a Movable 
Mind? 
(Continued from Page 10) 

your apparatus is good, the prices ad- 
vantageous, the company you repre- 
sent is known to make the best and 
furnish the right material, your part 
is an easy one. 

To be natural is one of the most 
precious qualities of the modern sales- 
man. Sometimes it is a gift, but I 
have often witnessed that when the 
salesman possesses this gift he thinks 
it to be sufficient. No, the salesman 
who is only natural is not always a 
good salesman. 

The natural should be accompanied 
by other qualities, much as the proper 
knowledge of the supplies, their use, 
application and condition of sales. 
Mastery of one or more foreign lan- 


guages, is necessary, a knowledge of 


world-wide events, and above all, 
those events which may have an in- 
fluence on the commercial transaction 
To be up to date, 


or at least to endeavor to be. is the 


of the customer. 


first and most important condition to 
success on journeys into foreign coun- 
tries connected with business. 

Talk little politics, but dwell on 
the value of your products when you 
that the customer takes 


observe an 











The two 


This is not a radio wedding. 
in this picture are Violet Homan, stenog- 
rapher, and Hugh Short, city sales man- 
ager of the B-R Electric Co., Kansas City, 
Mo. 





interest in them. He has accepted a 
challenge; you have found his weak 
spot; you have been very convincing; 
he has lost and is yielding. 
is that. 





Jobbers Prominent in Associa- 
tions 

M. B. Hall of the Brown & Hall 

Supply Co., St. Louis, Mo., was re- 

cently elected chairman of the new 

St. Radio Trades Association, 

now in process forming, to help the 


Louis 


radio industry in St. Louis, and also 
to put on a radio exposition next fall. 

L. E. Layfield, credit manager of 
Garrett, Miller & Co., Wilmington, 
Del., has been elected to the office of 
president of the Electrical Credit As- 
sociation of Middle and South Atlan- 
tic States. 

C. B. Hawley, vice-president and 
general manager of the Inter-Moun- 
tain Electric Co., Salt Lake City, 
Utah, was elected president of the 
Electric League of that city on Dee. 
8. 
for the year previous and has been a 


He had served as vice-president 


member of the board since the League 
was organized in 1920. George R. 
Randall, president and general man- 
ager of the Salt Lake Electric Supply 
On 
the board of trustees there are, besides 
Mr. 
J. 


manager of the Capital Electric Co.; 


Co.. was elected vice-president. 
Hawley, three other jobbers: 
H. Kahn, president and general 


J. M. Perlewitz, local manager, West- 
ern Electric Co., and W. J. Berryman. 

C. J. Litscher, president of the C. 
J. Litscher Electric Co., is vice-presi- 
dent of the Grand Rapids Electric 
Club. It be 
this club was formed last June. H. 
A. A budget 
of $18,000 was approved and pledged 
Of this, 
43,800 was spent on the Home Light- 
A. Schwenck, 
local manager of the Western Electric 


will remembered that 
Roseberry is president. 
for a period of 18 months. 


ing Essay Contest. 


Co., is another jobber who has been 
active in the affairs of the club. 
* * # 


Crescent Electric Changes 


And that | 


The Crescent Electric Co., Detroit, | 


Mich., announces that assistant sales 
manager R. A. Smith will devote all 


his time to commercial lighting, this | 


class of business having increased so 
as to demand more and more atten- 
tion. 

The company has added a supply 
salesman, J. A. Berry, and a radio 
specialist, George Sauer. 
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The New Line of 


‘| Sterling 
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Stipple 
Reflectors 





Sterling STIPPLE Reflector No. 251 


For 100, 150 200 Watt Mazda “C” 
Lamps. 


are Selling B/G! 


The instant demand for 
Sterling STIPPLE Reflectors 
clearly indicates that they 
have already become ex- 
tremely popular. Sterling 
are the most satisfactory and 
efficient Reflectors ever pro- 


duced. 
Sterling STIPPLE Reflectors have 


six new and exclusive features that 
arouse enthusiasm and create sales. 
You will sell Sterling STIPPLE 
Reflectors easier—and more of 
them—than any other kind. 


and 


Mail the coupon below and we 
will send you complete informa- 
tion and literature concerning this 
master Reflector. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


575 W. Washington Blvd., Chicago, U.S.A. 


AALAABABBREREBEBEEREBREEREE ESE EE EEE |S |S 


Reflector & Illuminating Co., 
575 W. Washington Blvd., Chicago. 


Please send me complete information, 
catalogue, selling plans etc., on Sterling 
STIPPLE Reflectors. 


Name 


City 
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Some Developments in Light- 
ing During 1924 

A new dust proof unit for indus- 
trial plants consists of a cast iron top 
with a felt globe seat. ‘The globe is 
all one piece of glass, the sides of 
which are silver plated and covered 
with a coating of copper. The bot- 
tom is clear rippled glass. 

Special 10 kw. 110 v. lamps were 
installed at the landing fields of the 
U. S. Night Air Mail Service. 

The engineering section of the Re- 
search Council undertook an extensive 
investigation of industrial lighting, to 
determine the relation of illumination 
to employees’ welfare and to produc- 


tion. 
The school lighting code of the I. 
E. S. was revised and made more 


definite and comprehensive. 

Ten states have now adopted indus- 
trial lighting codes. 

Investigation of the drawing power 
of light in show windows was con- 
tinued during the year. 

The use of light to reveal strains 
in the structure of material, such as 
bridge members and ship plates, is a 
new application. 

Electric lighting was made an out- 
standing feature of the two great 
national conventions at Cleveland and 
New York. 

Further improvement was made in 
the use of floodlights for the illumi- 
nation of athletic fields, to permit the 
playing of baseball, football, ete., at 


night. 


No Fixture Market This Year early in the summer of 1925. 


News has just reached us that there 
will be no Fixture Market this year. 
All of the electrical trade journals 
announced that there would be 
a Fixture Market in March, 1925, 


conducted under the auspices of the 


had 


Lighting Equipment Dealers’ Associ- 
of 


This idea has been abandoned. The 


ation America. 

dealers’ association will not attempt 
to conduct a Market this year, but in 
January, 1926, the greatest Lighting 
Equipment Market the industry has 
ever seen is promised under the joint 
auspices of the National Council of 
Lighting Fixture Manufacturers, the 
Lighting Equipment Dealers’ Associ- 
ation of America and the Glassware 
Guild. 

The dealers’ convention, which was 
to be held in March, has been post- 
poned and in its place there will be 
a joint convention of dealers and fix- 
manufacturers 


glassware 


ture and 






































Above is shown the 
building to be completely 
occupied by the Sager 
Electric Supply Co., Bos- 
ton, Mass. The fixture 
display room is especially 
well equipped as will be 
seen by the picture at 
the left. This is one 
corner in the room given 
up to booths for different 
classes of fixtures. 








The 
date of this joint convention and the 
meeting place will be announced later. 
At this joint convention the plans for 
the 1926 Market will be perfected, 
and with at least six months for prep- 
aration it is confidently predicted that 
the Market that will be held in Janu 
ary, 1926, will exceed in number and 
beauty of exhibits anything previ- 
ously attempted. 


* * * 


Lane Has New Daughter 


S. O. Lane, manager of the fixture 
department of the Commercial Elec- 
tric Supply Co., Detroit, Mich., is 
the father of a new daughter. If he 
takes as much pride and interest in 
her as he does in his store and fix- 
tures display she is going to heve 
some daddy. 


* * * 


Lamp Prices Reduced Again 

The General Electric Co. recently 
made a New Year’s announcement to 
the trade and the public in the form 
of another reduction, effective Janu- 
ary 1, 1925, on the prices of its 
larger sizes of incandescent lamps. 

The announcement affects, and is of 
particular interest to the users of 
lamps of 100 to 1000 watts. II 
amounts to approximately 10 per cent 
on these types. Factories and all in- 
dustrial shops, stores, office buildings, 
places of business and amusement will 
be largely benefited by the decreased 
costs. As the trend of modern com 
mercial lighting has been toward this 
larger and more efficient type of Jamp, 
lighting bills for business will be 
lowered everywhere. 

This cut in the cost of lamps, tlre 
sixth made by the company in the last 
two years, has again been made _pos- 
sible by improved machinery and 
processes which have resulted in 
greater manufacturing economies. The 
electric lamp of today, of better qual- 
ity and longer service, is one of the 
few articles essential to human prog- 
ress which is actually selling below 
pre-war prices. 
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5037—24%4x 7 x5 
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6101 W. 65th St. 
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Inland Glass 


in a Wide Variety of Sizes, 
Shapes and Designs Brings 
Repeat Orders 


hand 





The Inland Line of Reflectors is unsurpassed 
blown, light in weight and of the proper density. 


All packed in cartons to insure safe delivery—no charge 
for such careful packing. 


The quantities we pack in a carton enables every dealer 
to buy in standard carton quantities. Each carton also 
has a label pasted on the outside showing a picture of 
the contents, size, quantity, kind of glass, etc., enabling 
the dealer to handle Inland Illuminating Glassware 
quickly and easily. 


A trial order from your dealers on the Inland Line of 
Reflectors will insure a large volume of repeat orders. 


GLASS COMPANY 


Chicago, II]linois 


A 





2 . C. E. Lofland, W. O. Yagerline, F. E. Chambers, J. E. Pierce, J. H. Allen, 
Titinols. eo Jr., Gen’l West. General "‘Eostern Sales Manager Chicago  Sales- Street Lighting 
ern Salesman Salesman man esman 
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A Special F ree Offer 
For Your Trade 


On Orders for 


WAAGE 3-HEAT IRONS 





An Exceptional Opportunity | 
to Boost Sales 


Practically every Waage dealer reports that 
the 3-Heat Iron is the fastest selling iron he has 
ever handled. In order that more dealers may 
be acquainted with its money making possibili- 
ties and at the same time introducing the Waage 
“Connect All” (Single Heat) cord set, we are 
making a most unusual offer. To every dealer 
who orders six or more 3-Heat Irons we give 
away absolutely free of charge the following 
merchandise. 


On Orders for 6 trons—3 Waage ‘‘Connect All’’ 
Cord Sets. Retail Value..............000. $3.75 
On Orders for {2 Irons—6 Waage ‘‘Connect All’ 
Cord Sets. Retail Value.................. $7.50 
On Orders for 24 trons—!2 Waage ‘‘Connect All’’ 
Cord Sets. Retail Value................. $15.00 
and a Waage Ammeter Demonstrating Case. 


This offer is only open until April Ist 

The Waage 3-Heat Iron is the only iron that can be | 
regulated to 3 distinct heats. A turn of the wrist does it | 
—HOT for flat work; MEDIUM for ordinary work; | 
LOW for delicate work. No other iron offers such great | 
value or gives such complete satisfaction. | 








Waage “Connect All’ Cord Sets are truly quality pro- 
ducts, handsome in appearance and command instant 
approval; fit practically every make of single heat iron, 
toaster, percolator, etc. Attractive black and yellow cord 
thoroughly insulated, asbestos covered according to speci- 
fications. Retail at $1.25, and sell quickly. 

The Ammeter Demonstrating Case is one of the finest 
sales helps ever distributed by any manufacturer. Points 
out in a most convincing way, the difference between the 
three heats and 
eliminates sales resistance by actual demonstration. 
not in actual demonstration makes an 
interesting display stand. 


When 


the saving in cost thus effected. It | 


attractive and | 


Get behind this proposition now and watch sales climb. | 


It's too good to overlook. Make every call a customer. | 


WAAGE ELECTRIC CO. 


1622 W. (6th St. 
Los Angeles 


1410 Patterson St. 
Dallas, Tex, 


5100 W. Ravenswood Ave. 
Chicago 


6 Reade St. 
New York 


WAAGE WINNERS 








Profit-Making Pointers 


(Continued from Page 14) 


RECENT | investigation shows 
that 36,645 towns in the United 
States are not served by central sta- 
tions, with an aggregate population 
of 65,633,719. There are 35,969 towns 
under 1,000 populaion that are still 
yurning oil lamps or gas. Nine per 
cent of the urban population of this 
country has no electric service. 
However, projects for line exten- 
sions and new central stations already 
under way, and contemplated, will 
cut another big slice from the above 
Sev- 
eral thousand more communities and 


figures before the end of 1925. 


farming districts will be served by 
the of 1926. the meantime 
in every one of these unserved towns, 
from two to ten new houses will be 
built before July 1 of this vear. The 
end of March will find many of them 


end In 


ready to plaster—and they will 
be finished without wiring unless 
some aggressive contractor from a 


neighboring town sells the owner on 
wiring his home when he is building 
it, though the 
electric service. <A 


even town has no 
contractor who 
makes a business of scouting in the 
country districts and neighboring 
towns for this class of business this 
spring can make a nice piece of extra 
change. He has an excellent argu- 


ment to use with the home builder who 


| lives in the town where there is no 


service, for the service will be there 
eventually, and when it does come, if 
the home is not wired it will cost the 
owner practically twice as much to 
have it done. 

We urge jobber’s salesmen to check 
up on the towns and country districts 
in their territory not served which are 
adjacent to their customers—and 
then sell their customers on the idea 
of going out to get this spring con- 
tracting busines;, 

* & * 
JOBBER traveling 
the Wisconsin territory, keeps 
a scrap book of the best local 
advertising used by dealers in the 
towns that he makes. When he calls 
on the dealer he finds out how certain 
The 
information he gets, he writes at the 
He carries this 


salesman 


ads that he has clipped, pulled. 
bottem of each ad. 
scrap book with him at all times, and 
shows it to all of his customers, so that 
they can appropriate ideas for their 
own advertising from the examples of 
successful ads in the scrap book. The 
ads are all mounted with rubber ce- 
ment so that they can be taken off the 
page easily without tearing, as there 
are times that this salesman wants to 
leave certain ads with an interested 
dealer. He reports that this has come 
to be one of the most successful plans 
that he has ever used in building good- 
will with his trade. Any other jobber 
salesman, can, of course do the same 
thing for his customers. 








This is the window that won first national prize in 
the Edison Electric Appliance Co., Chicago, IIL, ‘last 
the May Co., Los Angeles, Calif—Carl Ahlroth, display manager. 
Second national prize, $100, was won by the Arkansas Central Power 


was $150. 





the “Hotpgint” contest of 


fall. It was installed by 


First prize 


Co., Little Rock, Ark., and third, $75, by the Nebraska Power Co., Omaha, Neb. 
First prize, $50, for cities less than 25,000 went to the Gas & Electric Shop, Monon- 
gahela West Penn. Public Service Co., and first prize, $50, for cities of 25,000 to 


100,000, to the Kansas Gas & Electric Co., Witchita, Kans. 
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High 
Heat Resisting 
AES 


| Xea 
Gas Filled 
Lamps 
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cMeeting a New Problem 


OFT alice! Lamps vuldelmtelacectice! temperatures 
present a IDYsretelean tere Higher Standards in 
Brass Key Sockets. 


cA New Standard Established 


P&S Super Standard Key Sockets with the 
Heat Resisting Keys establish a New Standard 
for the Industry. 


The Key~ 


These new Keys are made of special material 
widely known for high heat resisting qualities, 
permanent durability and appearance. They 
are Standard in either Black or Brown color. 


cAsk the Better Jobbers for P&S Fluto Sockets with the Heat Resisting Key. 


TESTED Every P&S Device 
with moving parts is tested 
WITH FULL CURRENT LOAD 
before leaving the factory. 


Pass (& Seymour, Inc. ss Syracuse, N. Y. 
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The Three Arms of Rapid 
Service 

In service to customers, speed in 

« filling orders is one of the essentials. 

The Electric of Los 


Angeles, Calif., occupies a six story 


Corporation 


building with approximately 50,000 
From this large 
the 
hands of waiting customers or on load- 


sq. ft. of floor space. 


building goods are placed in 
ing trucks with astonishing speed. 

To assist in this rapid movement of 
goods, this company has a wonderful 
system of interdepartment communi- 


cation by means of: 


(1) Speaking tubes. 

(2) Intercommunicating tele- 
phones. 

(3) Pneumatic carrier tube sys- 
tem. 


There are two speaking tube- sys- 
tems. One givés quick communication 
between countermen on the first floor 
and any of the stock men on the stock 
floors. The other radiates from the 
shipping department to each stock 
floor. 

These tubes are constructed of 2-in. 
aluminum. Before they were installed, 
tests were made with various pipes 
and tubes and it was found that the 
2-in. aluminum tubes were the best 
carrier of the voice. A reflector is 
mounted on the end of each tube to 
carry the voice directly into them even 


though the speaker may be standing 
several feet distant. 

The 
place each department in communica- 
tion with every other department. In 
the main office on the second floor are 
26 floor outlets for telephones. These 
are not all in use at the present time, 
but they were installed to provide for 
all future needs and to permit any 
floor arrangement of desks. 


interdepartment telephones 


The telephones are mounted on roll- 
ing stands independent of the desks 
and can be moved about to the full 
length of the cords attached to them. 


The pneumatic carrier tube system 
is of the most modern type and radi- 
‘ ates from the desk of the order clerk 
to all departments. 


As orders come 





in they are sent first to the credit de- 
partment. Then copies are made and 
sent to the stock men on each floor. 
The original copy is sent to the ship- 
ping department. The carriers used 
in these tubes travel to each depart- 
ment in a few seconds. When they 
reach the stock floors they drop into a 
wire basket and automatically ring a 
bell summoning the floor man from 
any part of the floor so that there is 
no delay in filling the order. 

This carrier tube system has proven 
wonderfully efficient in filling orders 
that come in at the counter on the 
first floor. The counterman shoots 
the order to the order clerk; it gets 
an okeh from the credit department 

if it is a credit transaction. Copies 


‘reach each stockman quickly and in 


a few minutes the goods are dropped 
down to the shipping department on 
the spiral chute or are placed on the 
elevator. 

* * * 


Training and Habit 


An ItUinois pony broke away from 
its moorings recently and ran for the 
stable. En route, a boulevard was en- 
countered and through habit a regula- 





tion stop was automatically made be- 
the 
continued. 
As the effect of habit and training 
guided a ridérless pony through haz- 


fore unauthorized journey was 


ard, so will a well-organized business 
proceed in safety although the com- 


pass may go temporarily ‘“‘on the 
bum.” 

(Note: This is from the _ inside 
back cover of the January “Red 


Shield”, published by the Wesco Sup- 





ply Co., St. Louis. “Buck” has a 
way of dressing up that inside cover 
every month with something interest- 
ing and to the point, like this, that is 
the envy of other ‘editors. ) 

x * & 


Delinquencies Increase Slightly 


The accompanying tabulation shows 
the number of accounts reported to 
the’. National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during December, 1924, and 
January, 1925, as compared with 
the same months the previous year, to- 
gether with the total amounts and 
average amounts of the delinquencies. 


Branch Number of 
and Accounts Total Average 
Month Reported Amount Amount 


Central Division 


December, 1923....746 $ 92,731.23 $124.30 
December, 1924....694 88,782.40 127.92 
January, 1924...643 104,657.18 162.76 
January, 1925....764 102,989.98 134.80 
New York 
December, 1923....344 42,943.00 125.00 
December, 1924....303 40,897.00 135.00 
January, <.1924.2248 40,799.00 164.00 
January,  1925....308 2,186.00 137.00 
Philadelphia 
December, 1923....208 28,025.04 134.74 
December, 1924....182 * 21,040.65 115.61 
January, 1924197 22,760.53 « 115.54 
January, 1925....177 43,696.43 246.87 
New England 
December, 1923.... 36 4,176.85 116.02 
December, 1924.... 50 5,458.72 109.17 
January, 1924... 28 3,948.95 141.03 
January, 1925.... 65 6,577.12 101.18 
Pacific Coast 
December, 1923.... {7 1,791.96 105.40 
December, 1924.... 29 4,495.06 155.00 
January, 1924... 19 1,890.43 99.81 
January, 1925... 22 2,775.57 126.16 
* & 


Litscher Secures Experienced 
Switch Department Head 


Mr. A. Bownicksen, formerly with 
the Trumbull Elec. Mfg. Co. of Chi- 


cago, has accepted a position with 


the C. J. Litscher Electric Co. of 
Grand Rapids, Mich., beginning 


March 1, and will be in charge of 
the latter’s safety switch department: 
Mr. Bownicksen is familiar with all: 
phases of the switch business and the' 
company feels that it is fortunate‘in 
procuring his services. He wilk.de# 
vote his time to serving the dealers, 
assisting them with their problems in 
proper switch equipment according to 
their requirements. 
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Always in the foreground 


EVERYBODY who was in Syracuse 
during the New York State Fair 
last fall saw store window after store 
window full of striking displays of 
Eveready Columbia products. 


Fairs are annual events. They 
run for a week or so and are gone, 
leaving profits behind. There’s an 
Eveready Columbia fair running 
right now in a tremendously big 


Myron Small’s window 


list of magazines, newspapers and 
trade publications. It’s the biggest 
sales-making help we have ever 
staged on Eveready Columbia prod- 
ucts for dealers, jobbers and sales- 
men. Tell your trade to stage a 
window display and tie in with 
this advertising that never ends. 
It is their assurance of year-round 
profits. 





Be ‘sure the dealer has a good 
stock of Eveready Columbia prod- 
ucts and Eveready Columbia win- 
dow display material. 


Toseph Berla’s display 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 


Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 
=, Dry Batteries 


_ -they last longer 





Kieffer Brothers’ store 
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What Radio Will Not Do 





It’s High Time That the Public Be Sold on Some of the Limitations As Well As the 


radio volumes have already 
written and most describe the 
old story told in the same old 
way. The radio editor of a news- 
paper has my sympathy. He has to 
tell a different story every day and it 
has to be How is he going to 
keep on writing without telling his 
readers something that he has already 


Many 
been 


same 


ready. 


told before? 


I think that I have 
crystal 


seen the article 


on how to build a set just 
about three hundred thirty-seven times 
and the only modification is the exact 
order in which the words have -been 
used. I know that I have 
merous articles on how to build a one- 
tube set and though modifications in 
this case consisted largely in the type 


which 


seen nu 


of condenser, socket and coil 


the auther recommended. 


Is it not possible to tell us a few 
least some 
It becomes 


new stories or at new 
thought on old subjects? 
kind of boresome for the readers who 
know anything about radio to have 
the four or five fundamental circuits 
described every other night under a 
different name. 

It seems to the writer that it is high 
time that the public was disillusioned 
on radio. Suppose a few of us start 
in to tell what radio will do. Per- 
haps, on the other hand, it would be 
better if we tackled it backwards and 
told what radio will not do. 

I imagine that every one of us has 
heard the story 
lives on the East Coast and will agree 
to pick up the West Coast any time 
This is great stuff. The 
is that he never does it 
the night you are there. Static, 


interference, etc., are the usual alibis. 


of the neighbor who 


vou want it. 
only trouble 
local 


I know a whole lot of people in this 





Wonders of Radio 
By C. D. TUSKA 
radio world who hear a loud local sta- 


tion which is immediately followed by 
a faint distant station. The next morn- 
































As One Famous Story Teller Said: ‘‘The 
Little Boy Lied”’ 


ing when they start to tell the story 
they seem to have gotten the order 
twisted. The faint, distant station 
is just as loud as the screeching local. 
I know of just as many more people 
who will assure you, take their oath, 
and guarantee in writing that they can 
get 20 distant stations every night 
within three-quarters hour. 
Take it from me it isn’t done! As 
one famous story teller said, ““The 
little bey lied.” 

I suppose that I have spent about 
18 years chasing from one end of this 
country to the other to establish just 
one single case of these stories that 
I have been told and in the 18 years 
I have only seen it work but once. 
That was the night when we heard 


of an 


everything that was asked for except 
one station which was not on! ‘This 
one beautiful exception certainly es- 
tablishes the rule because that night 
was the night of nights which occurs 
but once in a radio season. It was 
one of those long remembered occa 
sions when every signal comes in loud 
and you can hear everything that is 
going by merely tuning for it. 

It is just one or two occasions of 
this sort which enthuse the dealer, 
manufacturer and all the rest of us 
to go out and tell what a wonderful 
thing radio is. We suggest you can 
do this whenever you want to. The 
biggest difficulty is that it is not so! 


I am not a radio pessimist but | 
think it is about time that we started 
to tell the truth. The real truth of 
the matter is that if you have a radio 
set in your home (I do not care what 
make or how many tubes it. has) you 
can expect to pick up three or four 
concerts every evening. If you are 
near enough to the center of broadcast- 
ing you can increase this number to 
about one-half dozen, but you 
not expect to pick up 20 distant sta- 
tions whenever you turn the tubes on. 
Why doesn’t the radio dealer sell the 
public on the basis of a device in the 
home which would give the choice of 
three to six good concerts every eve 
ning. Let the dealer throw in the 
thrill of distance but even then let it 
depend upon the instrument, the oper 
ator’s skill, the type of antenna, finally 
and most important, the radio weather. 


can- 


As one who has been in the business 
a long time I am just about fed up 
on the stories that I hear which are 
not true. Why doesn’t some enterpris- 
ing radio editor start something which 
demands the truth instead of fiction? 
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New Radio Products, Illustrated 











The Bosch 


“Nobattry” 


is a 


device which enables you to ob- 


tain from 


any electric 


light 


socket perfect and ample plate 
voltage for the vacuum tubes. It 
takes the place of all “B” bat- 


teries. 
60 cycle, 


It uses 110-120 volt, 50- 


alternating current 


supplied to the average home, 
converting it into direct current 
at the proper voltage. 
livers “B” power only, and can- 
not be used in place of an “A” 


battery for 


current. 


supplying 
It will, 


It de- 


filament 
however, de- 


liver sufficient current to operate 
low power transmitting sets em- 


Corp., Springfield, Mass. 


ploying several five-watt tubes. 
Made by the Bosch Magneto 











Bradleyohm 


The “Bradleyohm” shown above 
is a non-inductive adjustable’ re- 
sistor suitable for numerous radio 
applications and is made in maxi- 
mum resistance capacities of 
100,000, 250,000 and 500,000 ohms. 
The resistance of each unit can be 
reduced to one-tenth of maximum. 

The “Bradleyometer,” below pro- 
vides a_ stepless, noiseless adjust- 
ment of potential for radio fre- 
quency circuits. It is non-inductive 
and is claimed to be an improve- 
ment over wire potentiometers. All 
metal parts of the new models are 
nickeled. The knurled composition 
knob has been reduced in size and 
is highly polished to match the 
finest sets. 

The manufacturer is the Allen- 
Bradley Co., Milaukee, Wis. 














A three-tube, dry-cell neutrodyne, 
manufactured by the Eagle Radio 
Co., of Newark, N. J. is called the 
“Eaglet.” It enbodies the Eagle 
balanced neutrodyne circuit, using 
one step of tuned radio frequency 
amplification, vacuum tube detector 
and two steps of audio amplifica- 
tion. The first tube is reflexed, that 
is, it amplifies radio and audio fre- 
quency at the same time. 

This set is portable in the sense 
that it is light of weight, can be 
conveniently carried about the house 
and can be hooked up to different 
antennas, taken out in an _ auto, 
used on camping trips, summer 
homes and _ hospitals. 








The Standard “Duplex” battery 
charger is built by the Standard 
Transformer Co., Warren, O., and is 
adapted to charging radio “A” and 
automobile batteries. It is also 
adapted to the charging of plate 
voltage (commonly known as “B” 
battery) lead batteries of either the 
12 cell (24 volt) or 24 cell (48 volt) 
types. Where the total “B” Bat- 
tery pressure is 96 volts made up of 
two standard 48-volt units each unit 
may be charged separately or the 
two units charged simultaneously by 
connecting the batteries in multiple. 











A voltmeter switch for use in con- 
nection with a voltmeter for read- 
ing voltages of “A” and “B” bat- 
teries is the latest addition to the 
radio products manufactured by the 
Yaxley Mfg. Co., Chicago, Ill. The 
new switch occupies very small 
space on the panel and mounts in a 
single 7-16 in. hole with one nut and 
can be turned in any direction to 
suit the wiring layout. All contact 
springs are insulated from the 
frame. 








A battery charger is now being 
manufactured by the Holmes Elec- 
trical Mfg. Co., Chicago, Ill. It is 
an auto charger, used in connection 
with standard rectifying bulbs. To 
use the autocharger, merely screw 
in the rectifying bulb, and after 
connecting the 110-volt circuit, con- 
nect leads from the autocharger 
binding posts to ihe battery. 








of the 


“Baby 
Grand” receiving set, manufactured 
by the Beaver Machine & Tool Co., 
Inc., Newark, N. J., has recently 
appeared. It is made all in one 
piece; that is to say, the top panel 
corresponds to the box or cabinet 


A new model 


and is molded to it. ‘This general 
tvpe of receiver is portable—a kind 
of pocket camera among radio sets. 
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The NEW 


Interchangeable 


Low Loss Coils 

















































PRICES $1.00 to $2.85 


The popular enthusiasm which these coils aroused 
at recent radio shows is sure to be realized by your 
dealers in terms of turnovers and profits. 


For use as oscillator coils and antenna coupling coils 
in superheterodyne circuits these coils are highly rec- 
ommended. They are real low loss coils with a big 
feature—as easy to mount as avacuum tube. A set of 
these coils may be used interchangeably to cover a wave- 
length range from 50 to 600 meters. 


Write for our new catalog and price sheet if you have 
not already received one. 

















GENERAL RADIO © 














I realize that it won't do for me to 


| sit here and cry out against the gen- 





! 


eral scheme of things unless I can 
come out with some sort of a sugges- 
tion. It surely won’t do to complain 


| about the radio editor rehashing the 
old stuff unless we can suggest some- 





thing new. Here is one for a starter! 

Why not get an accurate authentic 
report each evening from as many 
listeners who will give it. Collect 
those reports on a simple little data 
sheet on which we will log the num- 
ber of signals which are heard clearly, 
distinctly and with loud speaker audi- 
bility. Against this let’s note the time 
of the evening when the signals were 
heard. Let’s further note the general 
weather characteristics such as rain, 
snow, cold, warm and all the char- 
acteristics which might have some in- 
fluence on radio reception. 

If we could do this for about a 
month, then total these statistics we 
would be able to come out with the 
truth as to what the average broad- 


_ cast listener could expect over a defi 


nite period of time. I won’t attempt 
to work out the details. This is merely 


_ a suggestion for the radio editor. 


The completed data can be collected 
and printed in newspapers in just 
about the same way that the radio 
programs are now listed. In time it 
might be possible for the editor to 
give us some sort of prophecy as to 
the kind of reception which we are 
going to have during a definite period. 

Above all, let us start to tell the 
iruth and not deceive ourselves, our 


| friends, and would-be radio fans. 
































This is a fine likeness of Bill James, 
sales manager for L. A. Woolley, Inc., 
Buffalo, N. Y. Miss Billeb, bookkeeper 
of the above outfit, introduces him as the 
only “Hole-in-Twelve” member in the com- 


| pany. But if the others told the truth— 


nuf sed. 
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So Profits 


"and Quick Turnover 


Why do leading radio dealers and jobbers sell the 
Allen-Bradley line? 


Because each unit is a complete stock in itself. One 

Lg “ Bradleystat can be sold for any tube. A stock of five 
* a ™ . Bradleystats is equivalent to twenty wire rheostats. 
Therefore, the turnover is tremendous and the profit 


An Exceptional Condenser asdaeia when 





The Bradleydenser is a thorough- . " . +1 s1s08 
bred. It is not built down to a y ee — money-making possibilities of the 
, me but yn a standard. Sol- en-Dradicy ane: 
ered brass plates, a new bearing, . 
Rape sone pemae p a man Mail the coupon for dealer facts. 
make it a fast seller in the low-loss 
field. Investigate, today, by mail- Allen-Bradley Co. 
ing the coupon for dealer facts. Slarteic Conweltiinn Thtesnen 


492 CLINTON ST. MILWAUKEE, WIS. 












Standardize on These Radio Devices 


The distinctive Allen-Bradley Checkered Carton identifies the 
Allen-Bradley line to the radio fan. Extensive advertising keeps 
Allen-Bradley Radio Devices always before your customers. 
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ELVET 
NATIONAL “Virpayrep DIALS 


PERFECT RESONANCE CONTROL 


The mechanism of the “National” velvet vernier dial is made entirely of bronze 
and has an exceedingly long life. There is nothing to wear out. There is no lost 
motion or back-lash and none develops with use. It is smooth in operation and 
has sufficient inherent friction to hold it at exactly the position at which it is 
set. The dial itself is made of black bakelite. The knob is also of bakelite. 


NATIONAL COMPANY, INC. 


CAMBRIDGE 39 BOSTON, MASS. 


Mfrs. of Nationa! DX Condensers and Regenaformers. 
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_ The ACE--—The First Step To | 
igger battery Year 
y j 
y iat at a Y 
y The ACE gives long, steady 7 
Uj; service to radio fans using them 7 
Y with their sets. Naturally, this Z 
Z dependability is reflected in sales 7 
Y for it earns a decided preference 7 
Y for ACE among fans. % 
j Z 


Therefore, the ACE Radio B 
3attery is the first step to a big- 
ger and better year for the sale 


Z \ ae wae =! «batteries, 


AAAS 


> new ACE is put up in a 
Ghe Carbon Products € Phe new ACE is put up , 
LANCASTER.OH beautiful mahogany finished case 7 


with a minimum of lettering and 
is designed to match the finish 
of the radio receiving sets. 
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A Wonder That Radio Works 
At All 
By C. F. HORLE 


I can’t help but feel that the great- 
est wonder of radio lies in the fact 
that it works at all. When one re- 
members that in radio we are using a 
natural medium, the ether, for the 
medium of this type of communication, 
and that the characteristics of this 
something are quite beyond our con- 
trol and vary terrifically from instant 
to instant, unless one knows the com- 
munication through it has already 
found a useful place in human en- 
deavor, one would be almost willing 
to say offhand that just that would 
never be possible. 

Those of you who own and oper- 
ate radio sets know only too well 
what the effect of variations ‘in this 
medium is. During the day satis- 


factory entertainment is sometimes 
| possible over comparatively long dis- 


tances and while on some nights sat- 
isfactory entertainment is impossible 
even over short distances, and when 
it is borne in mind that every elec- 
trical disturbance in the ether, be it 
of natural or man-made origin, limits 
the entertainment which can be se 
cured from radio, it must of necessity 
be concluded that radio is doing more 
than could rationally be expected from 
it. 

We have always had evidence to 
point to the fact that the presence 
of daylight in the air brought about 
a reduction in the capacity of that 
air for the transmission of radio 
waves. This peculiar and unfortu- 
nate condition has been explained as 

1 “Ironization phenomenon” ; namely 
the conversion of the air, which is nor- 
mally a perfectly satisfactory insulat- 
ing medium, and hence _ ineffective 
upon the transmission of radio throug) 
it, to a partially conducting medium, 
the natural tendency of which would 
be, of course, to sadly limit, if not 
completely wipe out, any disseminat- 
ing energy of, the radio type passing 
through it. That this is fact is more 
strongly than*ever indicated by the 
results of the recent eclipse tests when 
it was found that the energy from 
WGR intercepted in Ithaca at Cornell 
increased three-fold during the few 
minutes of totality. 

Add to this, the fact when your 
receiver is adjusted for the intercep- 
tion of signals several thousand miles 
away, it is equally well adjusted for 
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Model WG-10 Ebony Finish 


Model WG-20 Shell Mahogany Finish 15.00 
Model WG-40 Japanese P. , 
Model WG-50 Mother of Pearl. 





Model GA Baby Grand 








Complete with Carrying Case 
Rg) Sane. LEIS. Sk Oe 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 
4540 Armitage Avenue , CHICAGO’ 








Home Concert Model 


That wonder loud speaker—The G-G-H Reproducer— 


made history as a high class instrument at a popular price. 


Now we offer the New Model WG. It is greatly improved in 
beauty and performance, has a larger and more powerful horn, 
a more efficient unit with the exclusive Constant Tension Dia- 
phragm. The base is a new design and is finished in crystalline 
lacquer. Match it against any loud speaker at any price. Packed 


complete, with 5 feet of cord in single cartons, net weight 2! lbs. 


Baby Grand Model 


This new compact and highly efficient loud speaker is destined 
to make Radio history. 


Its equal, considering price and performance, has never been 
seen before. Du Pont Pyralin horn; new high-power Model WG 
unit; volume adjustment control; crystalline lacquered base; 5 


feet of cord. 


Just the thing for the auto tourist and camper—packed in the 
new convenient carrying case. Pyralin horn is practically un- 


breakable. Will withstand rough traveling and hard usage. 


Jobbers everywhere are enthusiastic about G-G-H Repro- 
ducers—for no other Loud Speaker gives such amazing values 
at so low a price. Yet each sale shows you a fine profit. Write 


for details of our sales plan. 
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“HERE’S JUST WHAT 


Hundreds of times every day, purchasers of 
electrical products find just what they are looking , 
for in the EMF ELECTRICAL YEAR BOOK— 


and without a moment’s delay. 
























It is the one outstanding source of informa- : 
tion about every electrical product, every electri- } 
cal manufacturer, and every trade name — a 
complete reference book that saves hours of time 
in fruitless search. 


The new 1925 (fourth annual) edition, com- i 
pletely revised contains: ? 


1. A concise, practical definition of every 
electrical product made! : 


2. Acomplete, unbiased list of all manufacturers 
of every electrical product made! 


3. A listing by company name of every electrical : 
manufacturer, telling what each makes! : 





4. A listing of every trade name used in the 
industry ! 


5. A ‘“‘Geographic Section’ giving the local 
address or representative of every advertiser! 





6. Condensed catalogs of the prominent manu- 
facturers! 


This tremendous collection of trade informa- 
tion all arranged in alphabetical sequence, makes 
the EMF absolutely indispensable to every 
purchaser, or user of electrical products. | 


THE FOURTH EDITION COMPLETE} 
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MOTORS, UNIVERSAL, A-C. AND D.- 
c.—SenMes wound motors, generally in 
fractional-horsepower sizes, that will oper- 
ate on either direct or alternating current. 
Such motors are commonly applied to 
small fans, portable vacuum cleaners, vi- 
prators and other appliances that may be 
used interchangeably on d-c. or a-c. cir- 
cuits. On account. of this interchange- 
ability they are called “universal’’ motors 
and are in considerable favor by manufac- 
‘nrers of many anpliances who are therebv 
relieved of carrying two stock lines, one 
with d-c. motors and the other with a-c. 
motors. On larger sizes of universal mo- 
tors a compensated series winding is used 
to improve commutation when in use on 
a-c. cirecnits. Properly designed universal 
motors give approximately the same speed 
and output when operating on d-c. or a-c. 
circuits of equal voltage and when the 
a-c Yates al is not above 60 cycles per 
second. 








Exactly the product desired can be 
located from the concise, practical defini- 
tions appearing in the EMF. There 
are about 4000 such definitions of manu- 
factured products. 





FOR” 











SWITCHES AND CIRCUIT BREAKERS 
COMBINED.—These are usually special 
rotary snap switches for use with small 
motor-driven appliances, such as washing 
machines, portable tools and the like. 
Combined with the switch is an automatic 
means for opening it on momentary over- 
load that would ordinarily blow a fuse and 
cause considerable annoyance. Thus the 
device also serves as a circuit breaker of 
the plain overload type. The combined out- 
fit is quite compact and very convenient. 


Manufacturers: 


Canadian Westinghouse Co., Ltd., Hamil- 
ton, Ont., Can. 

Condit Electrical Mfg. Co., 838 Summer 
St., South Boston, Mass. 

Eléctrical Devices Mfg. Co., 814 St. Paul 
St., Rochester, N. Y. ‘MacGonigal 
Overload Switch.” 

*General Electric Co. “G-E.” (See page 


1251.) 

Monarch Electric Co., Ltd., 205 St. James 
St., Montreal, Que., Can. 

Nagel Electric Co., The W. G., 28-32 St. 
Clair St.. Toledo, Ohio. 

Premier Mfg. Co., Inc., Sandy Hook, 


Conn. 
*Roller-Smith Co., 11 Barclay St., New 
York, N. Y. (See pages 1358, 1468, 1633.) 














BENCO.—Trade name for heavy-duty 
sockets manufactured by the’ Benjamin 
Electric Mfg. Co., 847 W. Jackson Blvd., 
Chicago, Ill (See pages 1306-13.) 


THOMAS & BETTS CO., THE.—63 Vesey 
St., New York, N. Y. Manufacturer of con- 
duit fittings and electrical specialties. 
Business’ established 1898. President, 
Robert McKean Thomas; vice-president 
and treasurer, Hobart D. Betts; secretary, 
Adnah McMurtrie; sales manager, R. P. 
Harrison. Branch office, 10 High St., Bos- 
ton, Mass. For sales offices see Geographic 
Section. (Also see pages 1514-15.) 





ALL of the manufacturers of any elec- 
trical product can be instantly found in 
the EMF. There are over 65,000 list- 
ings of manufacturers throughout the text 








When you want to locate a product 
and know it only by its trade name, the 
EMF is your only source of information 
as to the manufacturer. Over 7000 
trade names are listed in the EMF. 


The only directory of manufacturers 
in existence is found in the EMF. Ap- 
proximately 7000 companies are listed, 
showing location and products made. 





VIRGINIA 


APPALACHIA: 
Ss =, INDUSTRIES, INC.. New York, 


a A 
(j) Central Supply Co 


CAPE CHARLES: 
MID WEST METAL PRODUCTS CO... 
Muncie, Ind. 
(j) W H. Fulcher, Box 12. 


NORFOLK: 
AMERICAN BLOWER CO., Detroit, Mich. 
(j) Woodhouse Electric Co., 151 Bank St. 
AMERICAN CROSSARM & CONDUIT 
CO., Chicago, II. 
(a) Chesapeake Creosoting & Mfg. Co. 
ATWATER KENT MFG. CO., Philadel- 
phia, Pa. 
(j) Woodhouse Electric Co., 151 Bank St. 
aed * me BETTS CORP... New York, 
(j) Atlantic Electric Co., 428 Granby St. 


(j) Reliance Electric Co. 
(j) Woodhouse Electric Co., 151 Bank St. 











The nearest source of supplv of any 
product advertised in the EMF can be 
instantly located in the Geographic 
Section, where also are given the names 
of representatives, etc., under every city 
in the United States where local repre- 
sentation of any kind is maintained. 
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MANY ARE THE REQUESTS FOR A “SOFT TREAD” RHEOSTAT 
Why Not Cash In On This Demand? 


When the owners of expensive radio sets discard original 
equipment for the Sterling “Soft Tread” Rheostat there 
must be a mighty good reason for it. Builders and 
owners of sets alike prefer the “Soft Tread.” 
They have seen it advertised in the radio 
magazines and newspapers. Those 
who have used a “Soft Tread” 
agree that its virtues have 
not been exaggerated. 
Those who come in 
to see it will ap- 
preciate its su- 
periority on 
sight. 

















" «SOFT TREAD” 
RHEOSTAT 
















You 
can cash 
in on this by 

selling the “Soft 
Tread” to your deal- 
ers. 








One cannot feel 
the broad _ scien- 











: 00 
tifically formed contact PR ye ll 
move from wire to wire Price $2.25 
and there is absolutely no wob- 9 and 90 chen) 
bling. You obtain unbelievably free, $2.75 (400 ohm) 









smooth, noiseless movement in either direc- 

tion. The customary grating sensation will not 
come later, either. The non-tarnishing resistance wire and 
phosphor bronze contact are completely enclosed to keep out dust. 
It is a beautiful thing too, with moulded bakelite base and nickeled case. 
Mounted through single hole, easily and securely. 


The Sterling Manufacturing Co. 


2831-53 Prospect Avenue, Cleveland, Ohio 
Dept. F. 




















MINAS 


THE LOUD SPEAKER 
THAT SATISFIES 


Flare of 
Horn of polished black pyralin or 
tinted 


Of distinctive design. 
of mahogany semi-trans- 
parent pyralin. 


Gives a remarkable volume of 
tone without sacrifice of clearness 
or naturalness—equal to hearing 


the original tones. 





The Burns Unit as used with the No. 205 Repro- 
ducer has already proven its merits. Furnished 
also for phonograph use. 


No. 205B—With polished black bell............ $22.50 
No. 205D—With shell pyralin bell.............. 25.00 
No. 100—Unit for phonograph use............ 





No. 100 


Manufactured by 


STATE AND 64TH STREETS CHICAGO, U. S. A. 




















the interception of natural electrical 
disturbances at least that far away 
and that you secure satisfactory en- 
tertainment only when such electrical 
disturbances as lightning storms, etc., 
within that number of miles are less 
than the entertainment signal value 
which you want. 

And then, remember too, that every 
electric light line, every telephone line, 
every overhead conductor is a poten- 
tial radiator of interfering signals and 
that only when the desired signal is 
stronger than are the interfering sig- 
nals do you begin to get entertain- 
ment via radio. 

Fortunately, however, all these lim- 
iting phenomena are for the major 
portion of the time of lesser intensity 
than are radio signals and so you 
find yourself, for the most part, re- 


ceiving satisfactory entertainment, 
even though at times you find that im- 
possible. 


There is another phase of the handi- 
cap under which the radio receiver of 
today labors that perhaps does not 
occur to you. If you will bear in 
mind the fact that the radio art is 
now still less than 30 years old and 
that it must, of necessity, still be one 
in which great strides in the way of 
development can yet take place, we 
may well understand why the definite 
price limitations which are put on ap- 
paratus if it is to be sold commercially 
at a profit tends seriously to limit the 
degree of perfection of performance 
which can be realized in its operation. 
Let me point out that while those of 
us who have bought radio sets have re- 
fused to pay more than a few hun- 
dred dollars for that equipment com- 
plete, we find in broadcasting where 
a closer realization of perfection is 
sought almost regardless of cost, it 
has been necessary to expend thou- 
sands of dollars to accomplish the 
same general type of thing as is ac- 
complished in the receiving set, but 
with the requirement that its capacity 
for music reproduction be perfection 
itself, 

Then too, the fact that the radio 
enthusiast requires that his radio set 
make necessary little or no education 
in its operation and even less in its 
maintenance, makes it quite impossi- 
ble to give that radio user the advan- 
tage of much of the vast amount of in- 
formation and experience which has 
been gathered in the design of the 
so nearly perfect broadcasting trans- 


rmitting equipment. He refuses to 
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WHAT “HOWARD” 


MEANS TO YOU 


“HOWARD” means that you can go to any of your 
dealers and sell them Howard 5-Tube Neutrodyne Sets 
and leave feeling you’ve done them a favor. 


Howard 5-Tube Neutrodyne Sets are most selective and 
bring in the distant stations clearly and with plenty of 
volume. They are dependable. The Howard 5-Tube 
Neutrodyne is assembled by experts in a factory where a 
high standard of workmanship is maintained. Every set 
is thoroughly tested before being sent out to the trade and 
is absolutely guaranteed. 


You can sell Howard 5-Tube Neutrodynes to your most 
particular dealers and feel assured they will be enthusiastic 
about them. 


“HOWARD” means profits for you. Let us show you. 


HOWARD MANUFACTURING COMPANY, Inc. 
451 E. Ohio Street CHICAGO, ILL. 








Licensed by \nc 


f 


volume and is absolutely guaranteed. 
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appearance. 





The Howard 5-tube Neutrodyne, licensed under the 
Hazletine patents, is made of high quality Howard Radio 
Parts and incorporates exclusive and special features. 
It has coast to coast range—perfect selectivity—excellent 
Made in two 
styles—cabinet and console, of beautifully finished 
selected black walnut, presenting a very handsome 
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MODERN 





MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
enjoyed extreme 


having always 
popularity because of their quality 
of tone and powerful amplifica- 


tion, which are unsurpassed. 


gmooenns 





g TOLEDO $ 
us 


MODERN TRANSFORMERS rep- 
resent the very highest possible 
achievement in quality, design 


and workmanship. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


World’s largest transformer manufacturers, mak- 
ing transformers exclusively for Radio 
purposes. 


Toledo, Ohio 


TBANSFORMERS 
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QUALITY— 


Based on Perfection 
of Parts 


A condenser is no more efficient than its 
weakest feature—a thought borne in mind 
in designing U. S. Tool Condensers. The 
gradual perfecting of parts has led to the 


TRAOQE “MARK 


nearest point approaching condenser per- 
fection. Inquire about Type 6 with the 
micrometer dial. 


The growth in sales and popularity of U. S. 
Tool Condensers is credited to the un- 
interrupted effort to perfect radio reception 
through the condenser. You, too, can 
profit by adding this item to your line. 


FACTORY GUARANTEE 


Write for Proposition 


U. S. Tool Co., Inc. 


124 Mechanic Street NEWARK, N. J. 








Mfrs. of special tools, dies, jigs, automatic 
machinery and sub-presses 














have more than two or three controls 
which require manipulation. He ex- 
pects that these controls, once set, 
will serve for a wide range of re- 
ception and he expects also once his 
been installed and 
started into operation, must continue 
to operate almost independent of any 
care on his part; and then too the 
whole radio art is faced by a peculiar 


apparatus has 





and almost inherent limitation; name- | 


lv, that which seems to associate itself 


with all sound reproducing apparatus. | 


You will understand what I mean | 


' when I say that the human ear. is 
_ probably one of the most sensitive | 
| and carefully differentiating devices in | 


existence. It allows you and me to 


perceive tonal values of far wider 
range in tone or frequency and inten- 


sity than is perceptible on any arti- 


ficial ear, such as a telephone micro- | 


phone, and the broadcaster is faced | 


with the problem of making for him- 
self such an artificial ear and using it 
under more widely varying conditions 


than the average ear would probably | 


ever find itself; and then too, the 


user of radio apparatus requires that | 


he be given a sound reproducer in the 


form of a loud speaker which has 


all the desirable characteristics of the | 


sound producing equipment which we 
all carry concealed in our throats, and 
that this device never be subject to 
the colds and coughs that even the 


ally. 

There are other limitations in this 
matter of sound reproduction which 
probably would not interest you, but 
which do, quite definitely handicap the 
designer and builder, but the impor- 
tant fact is that notwithstanding all 
these limitations we do get perfectly 
acceptable entertainment from our ra- 


dio set and as time goes on, the sat- | 


of this 
grows more and more. 

For the present I look forward to 
the solution of the static problem with 
I watch with 
much happy expectation the word of 
the many investigators who are now 
pointing their trained intelligence to- 
ward the solution of this problem. I 
see in the future an ever-increasing 
appreciation upon the part of the pub- 
of the definite limitations of this 
new and valuable instrument for their 
education and entertainment and I see 
in the constant self-education in its 
characteristics, the opportunity for me 
as a radio engineer to give them better 


isfactoriness entertainment 


considerable interest. 


lic 





| healthiest of us suffer from occasion- 








Protects 
— Radio ¢s 
s Tubes | 


el 


| Drop a tool across the wiring in 

a radio receiving set, or connect 
_the wiring to the wrong binding 
| Dosts, and zip—the tubes are burned 
out and $20.00 or more needlessly 
wasted. 


Tubes can be protected against 
| destruction from short circuits for 
| a few cents by installing the “Gem” 
Radio Fuse. Then when there’s a 
“short,” the fuse blows and the 
|tubes aren’t injured. Easily in- 
stalled. 


| 


' We are advertising the “Gem” 


Radio Fuse in leading radio maga- 
zines and in other ways. This will 
| make it easy for you to sell these 
fuses and make a nice profit. 


| Write for interesting booklet and 





our special proposition. 


| 
CHICAGO FUSE MFG. Co. 
| Dwr or @ 


i} ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 

|| CAPLIN &@ 10mm STREETS 

| CHICAGO 


a ae 
‘GEM RADIO FUSE 














BIGGER SALES 


A Popular Priced Set 
e 
Quality Made 
—ee ee 





EAGLET 
$ The World’s 
Priced Set 


3 Tube Dry Cell 
Greatest 
Manufactured and Guaranteed by 
The Famous Models A and B 


NEUTRODYNE 
Popular 

EAGLE RADIO COMPANY 

EAGLE NEUTRODYNE 





RECEIVERS 3 
eee ae 


Eagle Radio Company 
17 Boyden Place - Newark, N. J. 
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MEST 


“Gem” BS Box Showing 
Type R Bushing 
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ny maly into Lath 
or Mounting Board 


Fitted with reversible ear having an adjustment of 
from 1/32” to 34”, there is ample room to screw “Gem” 
Sectional Switch Boxes securely to lath or mounting 
board. 


“Gem” Boxes are made in various sizes, with square or 
beveled corners to accommodate loom flexible metallic 
conduit or rigid conduit. They can be fitted with inside 
or outside clamps. 


i 
SECTIONAL SWITCH BOXES 


take all makes of standard push button and rectangular base 
switches and receptacles. 


The above and other features such as knockouts which 
can be removed by a single blow of a hammer; design which 
permits converting single boxes into two or three gang 
boxes right on the job in a few seconds, etc., are responsible 
for the “Gem” being recognized throughout the trade as the 
standard sectional switch box. 


Boxes designed specially for every requirement of both 
new and old work are illustrated and described in our cata- 
log. Send for a copy today. 













CHICAGO FUSE MFG. Co. 
<> MANUFACTURERS OF ® 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN & 1Stn STREETS 






CHICAGO 





“GEM” Sectional Switch Boxes 
are covered by U. S. Patents Nos. 
950, 502, March 1, 1910, and “Union” 
1,016,925, Feb. 13, 1912. 95 Stuae Ben 
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enema nas ranean 


MR. BRUNSWICK 


MR. NOEL 


Not a new vaudeville team but two 
new additions to the field staft of The 


Jobber’s Salesman. 








Mr. Brunswick will travel in the 


Central West and Mr. Noel in the 
East. 


Both are devoting their entire time 
and energies towards bettering the 
Service of The Jobber’s Salesman. 








In their travels among hundreds of 
jobbers they gain much information 
that should be of value to the jobbing 
fraternity. 


When they call on you, see them. If 
they can serve you call upon them. 


That’s their job! 





ee RA, 
THE JOBBER’S SALESMAN 


The Magazine of the Wholesale Electrical 
Distributor and His Salesmen 


53 W. JACKSON BOULEVARD 
CHICAGO 


























| and better and even better appara- 
| tus, but over and above all this, I 
' see the results of the literally mil- 
| lions of dollars which are being ex- 
| pended at this time for the devising 
| of means for the more faithful re- 
| production of music. I see all this 
being brought into even the smallest 





_ homes in America and making this 


| country a place of ever-increasing con- 
| tentment and happiness. 


Don’t let me give you the notion 


| that I feel that radio in the degree of 


its development at this time is not an 
instrumentality of almost incalculable 
worth, for I expect to receive this 
evening as I have almost constantly 
in the past, my evening’s entertain- 
ment from the horn of the loud 
speaker, and I know that notwith- 


| standing the fact that Wisconsin, 


South Carolina or Texas may be hav- 
ing a serious electrical storm, and 
notwithstanding the fact the street 
cars will at times overlay the music 
with an obscuring blanket of hail, I 
know I shall get my entertainment 
without serious interruption if I have 


to go to California for it. 
* * * 


Radio a Real Booster for the 
Theatre 


Moved to the defense of the radio 
industry, of which he is often called 


| the father, Dr. Lee De Forest recent- 


ly replied through the New York Her- 
ald-T'ribune to the theatrical managers 
who have demanded a curb on radio 
as a detriment to their business. 
“The attacks upon radio,” said Dr. 
De Forest, “remind me of the pertur- 


| bation of the professional photograph- 
| ers many years ago when amateur 


cameras were first introduced. They 


_ were convinced that their profession 


was doomed. The result has_ been, 


| however, that people have been edu- 
| cated to appreciate the art of the pro- 


fessional as evidenced by the prices 


_ they are willing to pay for portraits 


today. 

“The same situation applied to the 
advent of the phonograph. The im- 
presario was wont to ask, who will go 
to the opera if they can hear Caruso 
in their own home? As a matter of 
fact the phonograph has done more 
for good music than any other single 
influence. 

“In my opinion the theatre has no 
cause to worry. When the air has 
been cleared for only good entertain- 
ment, when the ‘listener-in’ can turn 
on the loud speaker with the assurance 





March, 1925 





TT FL ne . * ce oa 
THE JOBBER'SfJJSALESMAN 




















(To increase your fan sales for 1925 
-anew Robbins & Myers 1o-m. fan 


HE saleability of the R & M line 
is reinforced for 1925 with a new 
10 inch four-blade, oscillating 
fan, for 





residences and small 


offices. 


This fan is furnished for 50 and 60 
cycles A. C., and is powered with an in- 
duction type R & M Motor. It has a 
four-point switch in the base giving it 
three running speeds. It makes seven 
complete oscillations per minute, with a 


full sweep of 90 degrees which can be re- 


New York—30 Church St., Room 420-E 
Philadelphia—1418 Walnut St. 
Buffalo—831 Ellicott Sq. Bldg. 
Cleveland—1239 West Third Street 









































duced or made non-operative while the 
fan is running. 

This new model has the same high effi- 
ciency and smooth, quiet operation that 
have made so many R & M sales in the 
past. Its drawn steel frame and rugged 
interior construction qualify it to give 
typically R & M_ lasting, trouble-free 


service. It will increase your fan sales 
for 1925. 
Write for complete information on 


Model 42. 


Cincinnati—9-11 E. Third St. 
Chicago—1444-46-48 Conway Bldg. 
St. Louis—1522-23-24 Chemical Bldg. 
San Francisco—701-702 Rialto Bldg. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 
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Killing at least two birds with one stone—and possibly three, if there is any 


bathing going on. 


Marie Acker, of New York, performing at one of the theaters 


in the national capital, wastes no time in solving her cross word puzzles, and 
besides has the music from the radio to accompany her—International Newsreel. 





that his intelligence will not be in- 
sulted with gross vulgarity or be bored 
with unsought advice to use a certain 
brand of soap or prunes, then will he 
listen with avidity to the voice of the 
unseen. 

What follows? Only a desire to see 
in person the one who has pleased 
him, to see what manner of man or 
who has charmed 
through the air. 


him 
Can the thinking 
theatrical man believe that a certain 
large motion picture house on Broad- 
way has been broadcasting for over 
a year merely as a_ philanthropist? 
This manager himself declares that 
the radio has helped, rather than 
harmed, 


woman it is 


his business. As a result, 
other managers are falling in line and 
broadcasting, or casting envious eyes 
at his crowded theater. 

“Permit your prima donna to sing 
her unseen self into the hearts of the 
people and then watch your box of- 
fice.” 


A Fad 


In 1921 when the first broadcasting 
station was erected, people called 
radio a “fad.” In 1922, when 496 
broadcasting stations were in opera- 
tion, people called radio a ‘“‘fad”—and 
now, in 1925, some still call radio a 
“fad’’—but they are not the thinkers 
in radio. 

There are approximately 3,500,000 
receiving sets in ; 


in American 
The average cost of all home- 


use 
homes. 





made sets is $85. 


of all factory-made sets is $175. 


The average cost 
The 
average cost of all sets is $125 each. 
There is, therefore, a total of $437,- 
500,000 of the public’s 
money invested in radio sets in use in 


American 


the home. 

The average cost of installing a 
broadcasting station is conservatively 
estimated at $10,000 which makes the 
industry’s investment in broadcasting 
more than $5,750,000. The average 
cost of operating a broadcasting sta- 
tion is estimated at more than $10,000 
a year. Each year the industry is 
expending more than $6,000,000 in 
the maintenance of broadcasting sta- 


tions, 

The average cost for tubes and 
batteries for the operating of a radio 
set in the home is $20 per year. This 


means a total of $70,000,000 per year 
as upkeep costs. 

The average life of a receiving set 
at If we 
estimate that there will be a replace- 


is estimated two years. 
ment sale at the end of every two 
wears, the radio industry has a yearly 
replacement income of approximately 
$218,750,000. 

The value of the radio business is 
nearly twice that of the carpet and 
rug business. For every dollar spent 
on furniture, 33 cents is spent on 
radio. For every dollar spent for 
boots and shoes, 25 cents is spent on 
radio. The value of the yearly pro- 

of the 
estimated to be equal to that of the 


duction radio industry is 





ship-building industry and _ greater 
than that of the industry of steam 
railroad car building. 

It is possible that some still think 


radio a “fad” ?—Brandes Broadcast. 
* * * 


Wetmore-Savage Westing- 
house Jobber 


Upon authoritative information it 
has been learned that the Wetmore- 
Savage Co., of Boston, Mass., is now 
a Westinghouse Agent Jobber. 


* * * 


“Duke” Smith a Retailer 

Coit Smith, familiarly known to a 
great many jobbers and jobber sales- 
men as “Duke” Smith, is now head 
of the radio and electrical department 
of the Harris-Emery Co., Des Moines, 
Ia. This is one of the two big de- 
partment stores in Des Moines. As a 
matter of fact he formed the depart- 
ment by crystalizing the store’s pre- 
vious activities in the electrical line 
into a more definite form. 

He was formerly field representa- 
tive and later assistant editor of 
Tue Jopper’s SALESMAN. Previous 
to that he was a jobber’s salesman 
himself, having been with the Man- 
hattan Electrical Supply Co. of St. 
Louis. 

“Duke” has ideas about merchan- 
dising and has got the zip to put 
them through. Moreover, any job- 
ber’s salesman or manufacturer’s rep- 
resentative on him will 
never get anything but a good re- 
ception, for at heart, he is of the 
“electrical family.” 


who calls 








Here are seven dyed in the wool sales- 
men all lined up against a wall, not to 
be shot but to receive a benediction and 
large increases in their salaries. In cer- 
tain districts, the destiny of the R. V. 
Pettingell Electric Supply Co., Boston, 
Mass., is in their able and itching hands. 
Top row, left to right: G. B. McCabe; R. E. 
Tewksbury; E. F. Belcher, and W. R. 
Kenrick. Bottom row, left to right: C. S. 
Larson; S. M. Murphy, and W. A. Per- 
kins. 
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Wagner Fans appeal to the 


3 strongest buying motives: 
YA AGNER FANS were designed especially to appeal to the three 


strongest buying motives—comfort, convenience and reason- 
able price. 


Wagner Fans will win the buyer on every count! There are thirty- 
eight selling features. They have safety oscillator stop—allow change 
of fixed air path without shifting fan base—will not leak oil or drop 
grease—multi-speed control—will not creep or scratch furniture— 
quiet in operation—move a large volume of air—economical of elec- 














38 selling points make it easy 
for salesmen to interest cus- 
tomers and close sales. 





Oscillation can be regulated 
to modify sweep of air path, 
or stopped as desired. 





Light construc- 
tion makes fan 
easy to move. A 
handy handle 
facilitates carry- 
ing. 






LIST PRICES 


9-inch, high-speed 
non-oscillating 
9-inch, high-speed 
oscillating 
12-inch, high-speed 
non-oscillating 
12-inch, high-speed 
oscillating 
12-inch, low-speed 
oscillating 
16-inch, low-speed 
oscillating 
16-inch, high-speed 
oscillating 
56-inch, ceiling fan 


$10.00 A.C. only 
$15.00 A.C. only 
$23.00 A.C. or D.C. 
$30.00 A.C. or D.C. 
$30.00 A.C. or D.C. 
$35.00 A.C. or D.C. 


$35.00 A.C. or D.C. 
$52.00 A.C orD.C. 







tricity, and so on through a long list of advantages. Something real 7 
to talk about! Hovpieewcyeerortiowole 
. . . . . irect Current only. 
Built by an organization with more than thirty years of small-motor . 
experience, having a reputation for quality products and fair dealing. ae 
Youcan stock Wagner Fans with confidence in the goods and the maker. r 
' / 
Write for the new Wagner 38-Feature Fan Catalog—tells how Wagner Z x 
Fans meet every user’s need—gives full data on every type and size— eS / e 
shows how the buyer can make his fan an all year convenience. Z »” 
4 ea 
Send for copy now. me & 
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Hartford Time 


There is at least one 


You can _ sell 
Switches. 
live electrical contractor in every 


town you visit. 


Go after him hard! Show him— 
Better still—sell him 


to his customer. 


sell him. 


Right next door, or across the 
street, or just around the corner, 
there is a store-keeper who needs 
a Hartford Time Switch to con- 


trol his window lights. 


It will take you but a few minutes 
to walk over and see that store- 
keeper, but when you do, be sure 
to take friend contractor with 


you. 


You will be surprised to find how 
a number of 
Get at 


least one live contractor working 


is to sell 
Hartfords by this plan. 


easy it 


for you and watch your time 
switch sales multiply by leaps 
and_ bounds. This is possible 


with Hartford Time Switches be- 
cause they stay sold. 


Write for a copy of our latest 


Bulletin and new prices for 1925. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St. New York 


HARTFORD 
TIME 
SWITCHES 




















J. Crowley, salesman for the Sager Elec- 
tric Supply Co., Boston, Mass. ‘They say 
he turns in very choice orders. 


Bluefield Holds Snappy Radio 
how 

A radio show was held in Bluefield, 
W. Va., the entire week of January 19 
to 24. 
Demonstrations were nightly from 6 
o'clock to 12, divided into 15-minute 
periods, each distributor demonstrat 





Five distributors participated. 


ing separately, until 11 o'clock, when 
all tuned in on one station at the same 
time. There was also dancing from 
il to 22. 
ported, with good results. 


A large attendance is re- 
Visitors 
registered “when entering, giving in- 
formation as to whether they owned a 
radio set; if so, what kind, when pur- 
chased and kind preferred. This in 
formation given out to retail dealers 
in the territory. 

* * %* 


Unusual Radio Demonstration 

The Royal Eastern Electrical Sup- 
ply Co. of New York, N. Y., is said 
to be creating no little stir in the 
radio field. Stanford D. Goodman of 
the Royal Eastern has any number of 
ideas and puts them into good use. He 
recently opened a very attractive show 
Madison 59th 
street, where consoles can be demon- 
strated. 
apartment and is a splendid idea of 


room on avenue and 


The show room is really an 


how well a set fits into luxurious sur- 
roundings. Special appointments are 
of the 


silver-voiced 


set. 
loud 


speaker and audiphone which may be 


made for demonstration 


There is also a 


tried out. 


M. A. Pixley 


(Continued from Page 21) 


as hard as any of the regular stu- 
dents. And he had the advantage 
that he had men at his elbow, like 
Prof. Caldwell, who took an interest 
in him and helped him in a way that 
amounted to actual tutoring by the 
best minds in the new art. In two 
years he came away with a good fund 
of electrical knowledge, in many re- 
spects of more practical worth than 
that obtained in the 
course. Then it was that he entered 
the employe of Erner & Hopkins and 
was given the job of foreman of con- 


usual college 


struction—they were contractors in 
those days, 21 years ago. 

Seeing the possibilities of indus- 
trial motor drive, he began to spe- 
He installed 
industrial 


cialize in that direction. 
the first motor 
purposes in Columbus—a Westing- 
house motor, belt-connected to a large 
fan. This and other similar work 
led to the formation of an industrial 
department of which he was manager 
until the death of Mr. Hopkins, about 
seven years ago, when he was made 


used for 


president and general manager. 

This large institution which he now 
heads, Mr. Pixley describes as a mon- 
ument to W. A. Hopkins who started 
it upon a borrowed capital of $500. 
He modestly gives all the credit to the 
man who has passed on. In the early 
days of this company Erner was the 








Ea. 
Electric Co., St. Joseph, Mo. 
travels central Missouri and Northeastern 


Dyer, salesman for the American 
Mr. Dyer 


Kansas. He was formerly with the Elec- 
tric Appliance Co. of Dallas, ‘Tex. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER... K$&inolon. 
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No Work Too Big 
No Job Too Little 


Firestone Friction Tape is 
equally efficient for big and little 
jobs. Its tested service can be 
depended on for a higher stand- 
ard of tenacity, insulation and 
durability. 


The electrical expert who or- 
ders in bulk quantities or the 
man who keeps a carton always 
handy about the house or the 
garage—equally enjoys the 
greater values in Firestone 
Friction Tape. Greater 
tensile strength and dielec- 








tric properties, freedom from 
sulphur and longer life—these 
Firestone advantages have 
greatly widened the field of use 
of this tape and increased sales 
everywhere. 


Dealers appreciate this and 
are pushing the product. It is 
sold in bulk, under jobber’s name 
or in standard Firestone cartons. 
Write for discounts and 
specifications. Address the 
Home Office at Akron or the 
nearest Firestone Branch. 


irestone 


FRICTION TAPE 
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ings will take 


The % inch will 


ber 4. 


box. 


SNAP IN 
PLACE 
LIKE A 
GLOVE 

FASTENER 

AND STAY 
THERE. 











The hole in % inch bush- 


braid, rubber - covered 
wire up to number 


double braid up to num- 





Made in two sizes to fit 
¥% and % inch knockouts 
in any service or outlet 








These Economy 
Sales Bring Profits 


To You 








When you sell Utility Snap-In 
Blanks or Bushings, you are sav- 
ing money for your trade because 
they cost less, are easy to install 
without resorting to skilled labor, 
and have an all metal, non-rust 
construction which insures perma- 
nency. 


Besides you are making profits 
for yourself through these sales. 


In addition to economy Utility 
Snap-In Blanks or Bushings are 
safe. The most important feature 
of all electrical installations is 
safety. Utility Snap-In Blanks or 
Bushings assure safety. That is 
one of their most important selling 
features. 


Utility Snap-In Blanks or Bush- 
ings may be used in steel gutter 
lining, meter loops and drop cord 
covers as well as boxes. 


Send for a sample and our lib- 
eral jobber proposition. 








Approved by Underwriters Laboratories 
N. E. C. Standard 


WRITE FOR S MPLES 


UTILITY 
TOOL, DIE & STAMPING 
COMPANY 
INC. 


Toledo, Ohio 











practical contractor while Hopkins 
had charge of the finances and ac- 
counts. The latter saw the possi- 
bilities of-the merchandising end and 
as a result they put in a small stock 
and started a jobbing business, Mr. 
Erner subsequently selling out his in- 
terest and going to Cleveland where 
he established the Erner Electric Co. 

M. A. Pixley is sometimes called 
the “professional chairman” in and 
about Columbus. He is prominent 
in all kinds of civic affairs and espe- 
cially so in Masonry. For 15 years 
has conducted the initiatory work in 
the Shrine. The late President Hard- 
ing, then president-elect, went 
through all his Masonic degrees up 
to the 33rd under the personal care 
and guidance of Mr. Pixley. Indeed, 
this friendship with the late president 
is one of the most cherished things in 
his momory. It was of long standing, 
for President Harding knew the Pix- 
leys back in Marion. 

It is intimated that Pixley’s ath- 
letic prowess is in some way ex- 
hibited at initiations. He is a man 
of medium height, but weighing 
around 240 pounds. However, in 
any follow-the-leader stuff, woe to 
the average young fellow in the 20’s 
who tries to follow Pixley in hand- 
stands, flip flops and general tum- 
bling. All the family for generations 
Lloyd A., the 
son, and whom everybody knows as 
“Butch” Pixley, is six feet two and 
weighed 240 pounds in the days a 
few years ago when the country knew 
him as Qhio State’s all-American 
guard. Now, by the way, he is 
guarding a desk in his father’s place 
of business learning the 5,000 odd 
signals that a jobber’s salesman must 
know to get by. He specializes in 
Kelvinators and has the advantage 
that he can tuck one under his arm 
and carry it around as a sample. 

And after all, what is it you think 
about M. A. Pixley after you have 
seen and talked with him for a while, 
or even after a more intimate ac- 
quaintance. Probably the same thing 
that greatly perplexed President 
Harding when he one time remarked: 
“Pixley, how the h—1l do you stand 


on your hands.” 
* * & 


Camp Co-operation V. 
Arrangements have already been 
made with the management of Asso- 
ciation Island for the holding of an- 
other conference of representatives of 
local electrical leagues this year. 


have been big men. 
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— and they are going to sell more 
ILG VENTILATING FANS in 1925 than ever before 





"Chale tedaakin the Tower of the ite Helilien 


Jor OBBERS’ SALESMEN who 


were the guests of the Ilg Electric Ventilating 
Company January 19th, 20th and 21st at a con- 
vention given in their honor and in appreciation 
of their splendid sales work in helping to make 
1924 one of the most successful years in the his- 
tory of Ilg Ventilating Fans. May we meet again 
in 1926— and remember, the more the merrier. 


lig Conventions are a “College — 
tion’’ in the sale of Efficient Ventilation 


lig Electric Ventilating Company 


2854 North Crawford Avenue :-: Chicago 










For Offices, 
Stores, Factories, 
Public Buildings. Theatres 
Restaurants, Houses, Etc. 
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No. 2580 


Non-adjustable floor box, with cone 


nozzle. 





No. 2501 
Adjustable Floor Box. 





No. 2512 
Adjustable two gang floor box. 





Russell & Stoll 


Service 


Special equipment for 
conditions which -are not 
met with readily available 
material can be had 
through Russell & Stoll 
Service. This Service also 
includes assistance with 
any unusual problems con- 
cerning receptacles and 
similar devices. Let our 
experts help you with your 
problems. 











The most exten- 
sive line of floor 
boxes available 


HE R & S line of floor boxes 


and receptacles covers every 


“phase of electragists’ needs. This 


line is supplied in a wide range 
of types and sizes, either adjust- 
able or non-adjustable, at prices 
which make them suitable for 


all kinds of installations. 


These products are so de- 
signed and made that, once in- 
stalled, 


further attention. 


they will require no 
Boxes are of 


galvanized cast iron, floor plates 


of heavy brass, with gaskets to 


make them watertight. 


Bulletin 52 describes the vari- 
ous types of R & S floor outlets. 
Write for it today. 


We will also send on request 
Bulletin 53 describing the many 
types and capacities of R & S 


wall receptacles. 


RUSSELL & STOLL CO. 


53 ROSEST. NEW YORK, N. Y. 


DISTRICT OFFICES 


Buffalo Cleveland San Francisco 
Chicago Los Angeles Boston 
Birmingham Philadelphia Portland 
Detroit 








| 


| 





Wall Street Prosperity 
(Continued from Page 22) 


could recognize it when they see it,” 
Abe observed. “Which prosperity 
needs the right kind of publicity, oth- 
erwise close buyers like yourself are 
going to give the country an argument 


| about whether it has arrived or not, 


and maybe you'd win. on account the 
country could be buying two million 
suits of clothes, pairs of shoes or even 
automobiles, y’understand, and _ no- 
body would hear about it at all. 
“But just so soon as two million 
shares of stock are bought in Wall 


| Street in one day, it is advertised in 


| every 





newspaper throughout the 
United States. After this, Max Im- 
merglick comes along arid gives Pros- 
perity a little more publicity by ad- 
vertising it with a brand new, shiny 
limousine, and Mrs. Immerglick be- 
comes a sort of winking electric sign 
with the word Prosperity flashing 
from her in five carat diamonds, and 


| the first thing you know, Mawruss, 


Prosperity is put over in every city 
of the United States, until anybody 
who denied it was here would be con- 
sidered dumb instead of cautious.” 
“As for Prosperity beginning at 
home instead of in Wall Street, Maw- 
russ,” Abe continued, “that’s already 
of them back number ideas of 
yours. To people who send Prosper- 
ity on its way with the right kind of 
publicity, y’ understand, home is a 
place to go only when padlocks has 
been put on the night clubs under the 
Volstead Act. Furthermore, Mawruss, 
the Prosperity which comes from a 


one 


| night clubber like Max Immerglick 





buying one limousine goes further 
than the Prosperity which follows a 








Some idea of the size of the building of 
the Creaghead Engineering Co., Cincin- 
nati, O., may be had by glancing at the 
figure of Thos. C. Creaghead, who is 
standing in the main entrance. 
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SIXTY STANDARDS 


Like this in the 
Beautiful 


Sovereign 
Apartments 
Buffalo, N. Y. 





Selected for Their 





Beauty, 
Cleanliness, 
Perfect 
Adaptability to 
Modern Kitchen Conditions 





STANDARDS sell on sight 


and there is profit in every sale 
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The Pacemaker for 1925 


Advertised Nationally | 


Here is the electric fan that will beat all records this season. It is built 
to meet the popular demand for a medium size fan, quality-built yet 
priced within the reach of all. This fan will be nationally advertised 
in the Saturday Evening Post. It is unconditionally guaranteed for 
two years. If you want to wise up your trade on a live profit number 
just introduce them to the— 


Sich. 


























Oscillating and Non-Oscillating T ypes 


‘Profits for them and profits for you—that’s what it will mean! Here are the 
specifications: 


rages Finishes 

oth the oscillating and non-oscillating or Oscillating type is finished in Duco Green. 
stationary types. Non-oscillating type is finished in Standard 

re: Black. 


Equipment 
Oscillating type is provided with two-speed 
Switch in base. Non-oscillating type has 


Blades are full 8-inch. Either type fan 
stands 12 inches high. 


Motor single speed switch. Both types are pro- 

Universal, 25 to 60 cycles, 110 volts. vided with 8 feet of cord and two-piece at- 
: tachment plug. 

Construction List Prices 
High quality throughout. Blades are steel, Oscillating Type .... ioe $9.75 
brass lacquered; bearings are phosphor Non-Oscillating Type ............... ; ef 
bronze, self-aligned; and shaft is tool steel. Prices slightly higher west of Denver and in 
Fitted with wick type self-lubricating oilers. Canada. | 


Get the complete dope on the Signal Jr. Fan from “headquarters” today. If the 
boss isn’t quite clear on this big seller tell him to write us for details and dis- 
counts. Let’s get together for the biggest season ever. 


SIGNAL ELECTRIC MFG. CO. 
Dept. 8C, Menominee, Michigan 


a Boston Pittsburgh Minneapolis Toronto 
Offi oi New York St. Louis San Francisco Winnipeg _ 1 
ass Philadelphia Chicago Los Angeles Montreal _ 


SSE R= st ac RE 2 a Reece or RE 





home-body buying one pair of shoes. 
A whole lot more people work on one 
limousine than on one pair of shoes, 
Mawruss, so therefore. Wall Street 
Prosperity becomes real prosperity 
just so soon as people like Max Im- 
merglick convert their paper profits 
into limousines and especially if the 
man who works on the limousine don’t 
soak away his money in the savings 
bank but buys instead a new radio. 

“Which my idea is, Mawruss, that 
Prosperity should be put into circula- 
tion, especially Wall Street Prosper- 


| ity. People who have got some of 


this here post-Election Wall Street 
Prosperity, to my mind should ought 
to hustle out at nights and spread it 
around, because if they stay home 
nights and only talk about how pros- 
perous they are, they might just so 
well be broke, and so might the man- 
ufacturers of limousines and _ propri- 
etors of night clubs and cabarets.” 

“But the trouble with Wall Street 
Prosperity is that it don’t differ a 
whole lot from race track prosperity 
or roulette prosperity,” Morris said. 
“Even when the man who gets some 
of this here post-Election Wall Street 
Prosperity, has converted his paper 
profits into money, that ain't no sign 
he wouldn’t put it back into Wall 
Street again.” 

“Money he could put back into 
Wall Street and his wife’s diamonds 
and pearls also, maybe,’ Abe admit- 
ted, “but Max Immerglick would 
never be able to gamble in Wall 
Street again with the limousine he 
bought or the food and drink he got 
away with in the night clubs. In a 
way, Mawruss, for a Wall Street 
gambler to’ spend his profits in night 
clubs, is insurance against his gam- 


| bling again. 


“And I suppose that night clubbing 
is a better habit than Wall Street 
gambling!” Morris suggested. 

“Why not?” Abe asked. 

“Why not!’ Morris exclaimed. “Do 
you know that right now, from being 


| such a night clubber, Mrs. Immerglick 


| is getting already a divorce?” 


“Even so, Mawruss, as a habit, y- 
understand, night clubbing ain’t so 
dangerous as Wall Street gambling,” 
Abe concluded, “because sooner or 
later a night club gets padlocked un- 
der the Volstead Act, but Wall Street 
is bound to stay open,—wide open, 
because Wall Street gambling is still 
respectable in that they ain’t passed a 
law against it... yet!” 

Copyright 1925 





March, 1925 THE JOBBER’SfA)SALESMAN 








75 










This shows the first of a series of full-page adver- 
tisements appearing in color in The Saturday 
Evening Post (March 21st), Ladies’ Home Journal 
(April issue) and Good Housekeeping (March issue). 


AGAIN—Norman Rockwell is working 
for Edison MAZDA Lamp Agents 


Rockwell’s painting has been made into a striking window 
display, so that Edison Mazpa Lamp Agents may reap full 
value from both the advertising and Rockwell’s popularity. 


DISON MAZDA LAMPS 


ERAL ELECTRIC PRODUCT 































EDISON MAZDA LAMPS FOR QUALITY 





EDISON COUNSEL FOR EFFICIENCY 








THE JOBBER’SfA)SALESMAN 























































Where Industrial Engineers Decide 


Almost universal is the preference for Square 
D among highly trained technical men. Plant 
engineers, for example, almost invariably 
select this pioneer safety switch for indus- 
trial installations. This definite preference on 
the part of men who know electrical equip- 
ment is the basis of Square D’s well estab- 
lished leadership. Over 3,000,000 satisfactory 


installations confirm their judgment. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (69) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Baltimore, Columbus, Mi lis, Indianapolis 





SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 





See Sat. Eve. Post << ; ed . J 
March 7 _ ne a 








Cultivating Lamp Bulbs 


(Continued from Page 6) 


that the effort won’t be a flop before 
I consent to do the dirty work.” 

That puts a pretty definite task up 
to you and it’s a mean one too if you 
are not thoroughly set to meet it. 
What you need is a flock of evidence 
—what other dealers have done and 
what good it did them. No doubt you 
have cases of your own lamp dealers 
who have seen the light and increased 
their lamp sales in one or more of 
these suggested ways. But just in 
case you haven’t a hatful of such tes- 
timony, here following are a lot of 
bonafide signed statements from lamp 
dealers showing clearly the results 
that they have obtained in doing pre- 
cisely the things suggested: 

“Last March we put in a lamp win- 
dow display and also put our lamp 
demonstrator in the window. Our 
resulting sales were twelve times 
greater than for March of the previ- 
ous year.’ —R. H. Bauchspiess, Le- 
highton, Pa. 

“For the year ending Oct., 1924, 
our lamp sales totalled $296. We 
had used no advertising. Then we 
started to put in lamp window trims 
and ear-mark our store. The next 
month’s report was $75.00, the big- 
gest lamp month we had had for thir- 
teen months. The following month 
we sold $105 worth of lamps and the 
third month, $205. I believe this is 
proof enough that such advertising is 
a real business producer.”—Edward 
J. Callahan, Philadelphia, Pa. 

“We use the display material fur- 
nished by the lamp manufacturer for 
at least a week or ten days each 
month. It is unquestionably the most 
valuable of any display helps we re- 
ceive.” —Smith-Winchester Co., Jack- 
son, Mich. 

“We are positive we have increased 








No wonder Eugene Vey, store manager 
for Union Electric Co., Pittsburgh, Pa., 
wears such a contented expression. The 
girls are Marcella End (left end), Mar- 
garet Mann, Loretta Pirt and Mary La- 
velle. 
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‘DIG 
im SO! 


THE ‘‘Adjustable Candle” —the 
big thing right now. TheH &H 
name; the big thing in Sockets 
— all types. 








New features in Pull Sockets: 
Greatly strengthened chain rail. 
Stops all chance of chain pull- 
ing out of socket. 


EverY type of 
brass shell socket 
(porcelain, too) 
is obtainable in 
mi HauH. Every 
f style youcansell; 
every feature that 
takes. We'll 
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gladly send you 
the catalogue 
data on brass 
shell or candle 
sockets. 





THE HaRT& HEGEMAN 





(p 


pn 





New Detachable Tassel: really 
detachable; really neat. Dresses 
up pull chain with a rich little 
design in knurled brass. 


Little refinements or revolution- 
ary improvements — look for 
them under the H & H mark. 
Perhaps take them for granted, 
without looking! 


SEND us your name 
to receive the new 
Broadside we’ re send- 
ing contractors, on 
HaH Adjustable 
Candle Sockets. 
Shows in a big and 
convincing way how 
the ‘‘Adjustable’’ 
meets every known 
combination of candle 
and holder, using 4, 
5 or 6-inch candles. 





it 
Mre¢.Co. HARTFORD, CONN. 
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Out of the Raw 


Comes Every Refining Process 


“ke 






In the manufacture of rigid 
we 4 steel conduit only the high- 
est grade of mild steel 

tubing can be properly used. 
Our “Electroduct” and 
‘““Xduct” have the merit of 

D being the utmost refine- 
ment in Rigid Steel Con- 
duits from the best tubing 
made—t u bin g produced 
U specially for conduit work 
—soft, straight, round in 

section, with Spellerized 
surface to withstand cor- 
rosion. This product cuts 
C and threads easily and is 
uniform in quality. Our 

thirty-six years’ experience 
in conduit manufacture war- 


a rants the claim that they 


have no equal. The con- 





duits we produce have the 
excellent qualities that must 
develop over such a long 
period of shop practice. 


| 


—YOQOcCIOAHANMr 
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Samples by mail on request. 


"AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 


Boston Pittsburgh Chicago 
Atlanta Los Angeles Portland | 
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our lamp sales at least 25 per cent 
since we put in a lamp demonstra- 
tor.’—The Sheridan Hardware & 
Elec. Co., Washington, D. C. 

“Our counter sales remind us daily 
of the value of our lamp demonstra- 
tor. We wouldn’t part with ours for 
ten times what it cost.” —L. E. Good- 
man, Chicago, Ill. 

“T will never regret the money in- 
vested in a lamp demonstrator which 
the lamp salesman coaxed us to buy. 
It has increased our sales and paid 
for itself in a short time.”—McElroy 
§ Fenton, Latrobe, Pa. 

“We placed our lamp demonstrator 
where it was accessible to customers 
and find that this frequently results 
in the sale of lamps of types other 
than the customer came in to buy.”— 
Shepherd-Rust Electric Co., Wilkes- 
Barre, Pa. 

“We estimate the demonstrator 
sells hundreds of lamps for us a year 
that we would not otherwise sell.”— 
Brown & Pierce Co., Inc., Rochester, 
a & 

“We have built up a very good 
lamp business by using window dis- 
play, store front marker, newspaper 
advertising and two demonstrators of 
our own making.”—G. H. Van Den 
Berg §& Co., Pella, Ia. 

“Since adopting the two slogans 
‘How are You Fixed for Lamps’ and 
‘Sell ’em a Carton,’ our lamp sales 
have increased at least 20 per cent.” 
—Morrison Electric Shop, Easton, 
Pa. 

“We recently made a test to find 
out the value of the ‘How are You 
Fixed for Lamps’ slogan. Every cus- 
tomer over a period of two hours was 


| asked this question and we found that 


one customer in every two and one- 
eighth bought lamps who had not es- 


| pecially come into the store for that 


purpose. The average sale per cus- 
tomer was four lamps. From _ this 
you can see that a large number of 
carton sales __ resulted.’’-—Dressler 


| Hardware Co., Seattle, Wash. 


“In a town of 2,500, with eleven 
other dealers handling lamps, I have 
made the $1,200 basis. We display 
lamp advertising and lamps in our 
window one full week each month and 


| one day a week for the remainder of 


the month. We do quite a bit of can- 
vassing, selling usually eight to ten 
lamps per customer.”—A. A. De- 
Muth, Brookville, Ind. 

“We used a lamp demonstration 
suit-case in talking to a local business 
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Rigid Open Hickey 





Removable 
Hickey 27%” 





| 





Oe ps pb pte 
SNNARAAD 


No Adjustment Necessary 





Built To Two Standard Dimensions 





No, 4014 








Close Hickey 2%” With Polished 
Tube for Finished 
Candles 414” 


There is an Arrow Candle Keyless Socket to suit every condition. 
All hickeys have bushing and set screw. 
Bodies built up on one piece composition, and have spring center contact. 
One screw adjustment on all adjustable and removable hickeys. 


With rigid open hickey 
With close hichey 

With removable hickey 
With rigid open hickey 
With rigid open hickey 


With removable and adjustable hickey 


With adjustable open hickey 


With long tube 
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THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 








The complete line of Wiring Devices 


AND) 
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No, 4034 


Removable and 
Adjustable Hickey 


Two New Arrow Candle Keyless 
Sockets For 4-Inch Candles 


They Come To You Just The Way 
You Want Them 





No. 4010 


Rigid Open Hickey 
3%” Overall 





No. 4007 


Open Hickey 
Adjustable 
from 3%” to 514” 





| Overall Length 





wi. Carton 
23 25 
22 25 
23 25 
25 25 
25 25 
35 25 
33 25 
15 10 
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ROME CODE— 
more than 

“just code wire” 
because: 





Every inch of Rome Code Wire is first subjected to a 
spark test. This is made just after its rubber cover- 
ing has been vulcanized. Later it is treated to a high 
voltage immersion or tank test. Finally, after the 
entire insulation is completed, waxed and polished, a 
third rigid test is given. 

Innumerable detail tests and inspections are of course made 


throughout the manufacturing process, but these three final 
tests are made preliminary to that of the Underwriters. 


This painstaking care coupled with our splendid facilities, en- 
ables us to furnish code wries of very high quality and great 
uniformity. Our extensive facilities enable complete control 
of every manufacturing operation from drawing copper wire 
bar to packing and shipping of the finished wire. Our large 


output enables us to give an unusual valuable service in the 
prompt furnishing of practically any quantity, size, or type of 
wire. 





Write Dept. B-5. 
ROME WIRE CO ,, Mil, os: ROME, N. Y. 


Diamond Mills, BUFFALO, N. Y. 


Branches: 


NEW YORK BOSTON CHICAGO CLEVELAND DETROIT 
50 Church St. Little Bldg. 14 E. Jackson Blvd. 1200 W. Ninth St. 25 Parsons St. 
LOS ANGELES, J. G. Pomeroy, Inc., 336 Azusa Street 


SAN FRANCISCO, J. G. Pomeroy, Inc., 611 Howard St. 


























men’s organization, after which we 
were successful in landing several 
window lighting contracts.”’—Lucas- 
Tingle Co., Connersville, Ind. 

“During the last six months we 
have enjoyed a marked increase in 
our lamp business. This we credit to 
a special store lighting activity. For 
our campaign we carefully selected 
the names of a hundred merchants as 
prospects for better lighting. We not 
only secured a substantial amount of 
lamp business but have orders for 
twenty lighting and wiring jobs from 
these prospects.” — Dueweke-Hech- 
inger Electric Co., Detroit, Mich. 

“Our ‘School Boy Contest’ was put 
on more or less as an experiment. 
Our total expense did not exceed more 
than 15% of the sales nor were our 
regular store sales noticeably de- 
creased. We believe our store sales 
actually increased following the con- 
test. 

Our data on the contest is: 

Number of boys in con- 
aes eee Gens eked 15 
Duration of contest........ 1 week 
Sales through contest...... $350 
Compensation or prizes.. $35 
—J. T. Craig Electric Co., Crafton, 

Pa. 

“Our list sales of lamps for the last 
fiscal year amounted to over $3,300. 
We do not believe our sales would 
have been nearly so large without 
window and other advertising. We 
consider this very good considering 
the fact that there are four other elec- 
trical dealers selling lamps, four 
hardware and three drug stores, 
Reed’s stores and Kress’s as well as 
two battery stations, all in a town of 








We do not know whether Bill Wheat 
was reading: ‘Please cancel —__——.,” or 
if the telegram read: “Rush 10 gross 

.” Study his expression and judge 
for yourself. Bill is manager of the Port- 


land office of the North Coast Electric Co. 
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Six Convincing Points That Help You Sell 


DREADNAUGHT PORTABLE CORD 


1. Two conductors No. 18 A. W. G. Each wall of rubber. One red to show po- 
composed of 41 No. 34 plain copper larity and the other black. 
wires. 


5. Braid over both conductors to set and 
2. Each conductor also has 9 steel sup- add strength. 


porting strands to give tensile strength. ; : F 
6. Outside wall of thick tough vulcanized 


3. Cotton wrap to stop corrosion. Para rubber. This cord is also “more 


4. Each conductor covered with | /32 inch than code requires.” 


These six points are sales arguments. They explain the pliability of Dreadnaught. 
They reveal the reasons it can be kinked, knotted, treated rough and still be as de- 
pendable as ever. 


Use these exclusive construction features in clinching the sale of Dreadnaught 
for use on all heavy duty work where a trustworthy portable cord is needed. 


Samples to help you sell if you want them. 


INDIANA RUBBER & INSULATED WIRE CO. 


CHICAGO JONESBORO, INDIANA NEW YORK 


811 MARQUETTE BLDC. THE THOMAS & BETTS CO. 
63 Vesey St. 
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HERE is a truly remarkable book. 
“The best book on how to sell 


99 


fans I’ve ever seen,” is the way you 


will describe it. 


“Trade Winds” is not merely a 
catalog of Dayton Fans. It is brim 
full of merchandising ideas for every 
retailer of electric fans. It is worth 
while. Send for it. 


Don’t get the idea that a fan is just a 
fan. Dayton Fans have very definite ad- 
vantages. Two splendid new models 
have just been added to the line; a 10” 
oscillating fan retailing for only $15, and 
an 8” non-oscillating model for the won- 
derfully low price of $7.50. 


Use the coupon below requesting ‘‘Trade 
Winds’’. It will be 2c well spent. 


The Dayton 


Fan and Motor Company 
DAYTON, OHIO 


For 36 years manufacturers of high-grade 
electrical equipment. 





DAYTON FAN & MOTOR CO., Dayton, Ohio. 


Send me a copy of “Trade Winds”’. 






Name 








St. No. 


TT ili suse csctecnaell 


-omio-» 





20,000 population.”—Bird Electric 
Co., Enid, Okla. 

“We find our lamp windows bring 
better-results than any other method 
of advertising. The one we have just 
put in is bringing people into the 


store who have never been in before.” 


—Central Electric Co., Watsonville, 
Calif. 

“I started my business out here a 
little over a year ago and the first 
thing I had on my shelves was lamps. 
There were several stores here selling 
lamps, in fact, they seemed to be ful- 
filling the demand in this vicinity, so 
I figured that about the only way I 
could hope to get any lamp business 
was to take it away from the other 
fellow. 

“T started right out then on lamp 
window displays, bought a demon- 
strator and outside lamp sign and got 
them working. I signed on a $300 
probationary lamp contract Oct. 1, 
1923, and was rebated to the regular 
$300 basis Feb. 1, 1924. Rebated 
again to the $600 contract Oct. 1, 
1924, 

“T now find that I am going on a 
$1,200 clip.’—Martin G. Wehr, 
Madisonville, Ohio. 


These are just a few bits of proof 
honestly taken at random from the 
letters of hundreds of lamp dealers 
who have similarly replied to the 
question as to whether the merchan- 
dising ideas as suggested previously 
in this article were business getters 
or just apple-sauce. 

If there is anything a jobber’s 
salesman can do that is more profit- 
able than coaxing, hounding, driving, 


| hypnotizing or by any other means, 





getting his dealers to do these things 
to step up lamp business, I don’t 
know what it is—but it isn’t in the 
book. 


And the beauty of it is that it’s 
double jointed. It works for every- 
thing else the dealer carries as well 
as for lamps, because, when you ap- 
ply the acid test to any of these sug- 
gestions for increasing lamp sales, 
they are nothing more than the fun- 
damentals of good merchandising for 
any line. 

If the lamp dealer finds that mak- 
ing his store the outstanding place to 
buy lamps is a paying proposition, it 
is going to be real easy to sell him 
the same program for the other lead- 
ers he buys from you. 


And that’s that. 
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“SAFETY .SWIPCHES 


“CIRCLE T” 
KNIFE. SWITCHES WIRING DEVICES 


PANEL BOARDS. SWITCH BOARDS NEW CATALOG No. 13 
\ February, 1925 


JUST OUT 


GET YOUR LOOSE LEAF COPY FOR 
YOUR DATA BOOK AT ONCE! 





We are distributing our new catalogue No. 13 which contains under one 
cover all lines manufactured by this company. 


This catalogue is issued in loose leaf form on coated bond paper for use 
in salesman’s data book. 


The catalogue for general distribution is bound in semi-loose leaf form with 
heavy paper cover printed in three colors, 195 pages in all. 


It is divided into four sections as follows for convenient reference: 


Section I—Safety and Externally Operated Switches, all types. 
Section II—Open Knife Switches and Accessories. 


Section I]|—Battery Switches and porcelain wiring devices. 
Section [V—Panelboards and Accessories. 


Listings in this catalogue will supersede all previous catalogues, circulars, and 
supplements thereto. 


Safety Switches are listed separately in Bulletin No. 6 (5”x634”) for the use 
of those particularly interested in Safety Switches. 


We also are issuing panelboard Bulletins (5”x634”) for use of those particu- 
larly interested in Panelboards. 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


NEW YORK CHICAGO SAN FRANCISCO 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street 


. BOSTON PHILADELPHIA ATLANTA 
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Boost Your Sales 
with A Bolites 


(Porcelain-Enameled Steel Reflectors ) 





Type GST Glass-Steel ABolite 
with Diffusing Glass Bowl 


Detachable Reflector interchangeable with 
ALL THREADED TYPE ABOLITE 
HOLDERS 


ABolite to make 
and it’s easy to sell, too. 


GLASS-STEEL 
order-files grow fat 


your 





Because— 
It combines soft lighting effect, pleasing appearance and 
ABolite RELIABILITY with the Detachable Reflector fea- 
ture which makes the ABolite line so popular. 


It’s fully described in Catalog 177-A 


5 Big Sales Points 
about ABolites 


1. Correct Design assures right light distribution. 


Accurately Made between dies on powerful presses— 
not “spun” as are ordinary reflectors. 


3. Detachable Reflectors—an important feature of most 
ABolite types—permit the interchangeable reflectors 
to be attached to the holders after the installation 
has been O. K’d. Easy to clean or change later if 
need be. 

4. Low Stock Investment—ABolite interchangeability 
makes it easier to carry a full line, and speeds de- 
liveries. 


5. Made for Service and Satisfaction—every operation 
being done in our own plant. 


9 


AB PRODUCTS DIVISION 


THE NATIONAL SCREW & MFG. COMPANY 
2440 EAST 75TH STREET 


CLEVELAND, O. 


DOUNNNOUHANAAAULAUNSGGANELAANUAUQUUOCOULURUEACEOREAMAAAQUUU0 OOO SPCR RAN ALAA 
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Some Changes at Hyland 

P. J. Wilde has been added to the 
sales organization of the Hyland 
Electrical Supply Co. of Chicago, Il. 
He takes over part of the Northern 
section of the city sales, and his early 
experience will make him an asset to 
his firm. This company has been in 
business about six years and at the 
present time occupies over 25,000 sq. 
ft. of floor space at Desplaines street 
and Jackson boulevard. 

Harry Zemke has taken charge of 
the counter for the Hyland Co. and 
although the company does not do a 
retail business the contractors and in- 
dustrial clients keep him busy. 

Bill Effand has been added to the 
force and will travel Indiana and 
Michigan to supplement O. F. Helvie. 
Bill is an old-timer in the business 
and has started off well. 

This company has also added Otto 
Horato to its sales force. He is an 
old-timer and says he started years 
ago when his mother gave him a cata- 
log to play with on his second birth- 
day. He has stuck to catalogs and 
price sheets ever since. 


Causes of Radio 
Interference 


(Continued from Page 8) 
induction. In other words, the over- 
head wiring tends to carry on definite 
forms of induction, and _ thereby 
spread them over the entire commu- 
nity. This means that anyone who 
has a radio set is likely to hear any 
of the above noises no matter where 
he may be located in the entire city. 

Leaky insulators (I) and leaky 
transformers (L) may blow over by 
themselves in time, necessitating 
A good rain will 
often help, either to ground the 
splash, or to cause a real genuine 
blow over instead of a partial leak. 

Code interference from government 
and commercial installations is repre- 
sented by (D). Strange as it may 
seem, code from shipping can be 
heard as far east as the English 
Channel, as far west as Honolulu, 
and as far south as Panama. It is 
really ridiculous to think for a mo- 
ment that broadcasting reception 
stops immediately on the coast when 
as a matter of fact this ship installa- 
tion which may be heard is in a great 
many cases many times more power- 
ful than the broadcasting station 
which may be heard on the different 
coasts. Ship wave lengths in use by 


prompt repairs. 
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Anew HUBBELL TeTap/ 


Converts a single outlet 
into a duplex 






















































No. 7010 
with Tandem Blades 
No. 7035 
with Parallel Blades 

















A smaller, neater wink TeTap 


multiple plug Mean 


HARVEY HUBBEL inc 


AA \en 





Hubbell Twin Te-Taps are small, exceptionally 
neat in design, and fit snugly against the out- 
let plate. 





Converts a single outlet into a duplex. 











Converts a No. 1708 screw plug receptacle into 
a duplex convenience outlet by first screwing 


a standard attachment plug base into wall out- This counter display 


let and then inserting No. 7035 Te-Tap with card sells th ! 
parallel blades. em 


Hubbell Twin Te-Taps are 


Made of composition, in both tandem, (No. packed ten on a card—all 
7010), and parallel, (No. 7035), bladed types. ready to display on the deal- 
Packed ten on a card for counter display —s 

(Standard package quantity). This card shows at a glance 


the utility of this new device 


Here’s a new opportunity for additional sales. and how ‘neat and compact 


F it is. 
Take advantage of it. vir 
It will help you sell Twin 
Te-Taps to your customers. 


HARVEY HUBBELL ~— , 











ELECTRICAL WIRING DEVICES 
BRIDGEPORT filBDFI]) CONN. U.S.A. 
NEW YORK, N.Y. ae” CHICAGO, ILL. 





2550-U 


@ Remember its the Te Slots, that make outlets'Convenient” 
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OUTSTANDING 
FEATURES 
THAT SELL 


The assembly of the New Bar- 
ber Universal Service Switch per- 
mits the user to replace branch 
fuses without disturbing the serv- 
ice switch. When the top of the 
switch box is sealed, this automati- 
cally protects the live parts and 
wiring. It is a construction feature 
that makes the Barber Universal 
Service Switch positively safe to the 
user and to the Central Station. 





The Barber Line of Universal 
Service Switches is furnished in 
one, two and three pole with 
grounded neutral. By removing 
one strap the branch circuits can 
be changed from four circuits 
grounded neutral to one or two 


circuits not grounded. 

These features of construction 
and operation mean more sales to 
you. Cash-in on them. These 
points of quality make the selling 
of the Barber Line an easy one. 

You can sell the Barber Knife 
Switches, Switchboards, Panel 
Boards, Porcelain Specialities, Iron 
Cabinets and other Electrical Spe- 
cialties to all your customers. 

Our distributors’ proposition will 
prove of interest to all your jobbers. 


New York Philadelp 


Baltimore 


Boston 
Detroit 


San Francisco 


hia Pittsburgh 
Kansas City, Mo. 





BARBER ELECTRIC MANUFACTURING CO. 
NORTH ATTLEBORO, MASSACHUSETTS 
SALES OFFICES 


St. Louis, Mo. 

















Service 
Square 


Deal 








Quality Products 


Non-Metallic Flexible Conduit 
Flexible Steel Conduit 
Armored Cable 


P.S. Write for our vest-pocket 
telephone directory. 


Eastern Tube & Tool Co., Inc. 


Brooklyn, N. Y. 


























foreign stations are 600, 425, and 300 
meters. These waves are not defi- 
nitely placed, however, and usually a 
band of about 50 meters around each 
of the above waves is used. The 
United States has requested U. S. 
operators, to refrain from using these 
wave bands but inasmuch as it is 
only a request, many of the opera- 
tors continue to use them. 
Undoubtedly, 
amount of reported interference from 
amateur code represented by (E) but 
almost every case which has been run 
down, it has either been ship interfer- 
ence or has been reported because the 
person doing th reporting was using 


there is a_ certain 


a poor type of receiving set, which 
would not distinguish between two 
radically different wave lengths. The 
government does not wish to encour- 
age the use of poor receiving sets and 
so if amateur stations send out on a 
legal wave, will encourage the use 
of such stations because of their im- 
mense value in improving radio com- 
munication and radio reception, and 
because of the immense service their 
operators give in times of national 
emergency. 

Broadcast stations do not always 
set their transmitters on the exact 








It is a pleasure to present here the pic- 
ture of a salesman with an unusually good 


record. He is H. C. Hershey, who has 
been with Jones-Beach & Co., Philadel- 
phia, Pa., for 12 years. You have noticed 


his name more than once in connection 
with national prize contests. During this 
long term of service Hershey has been a 
most loyal booster for his house, coming 
through a consistent winner and_ high 
honor man. In turn his house has backed 
him up with a clean-cut policy. 
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It’s Good— 
Right to the Core 
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- PURAFLEX 


Reg. U. S. Pat. Off. 





The core of DURAFLEX is composed of strands of pure copper. 
These conductors are insulated with a wall of tough rubber 
and two strong braids, then sealed against water and moisture 
by a saturation in pure paraffine. The outside shell is a clean, 
easily stripped armor that makes installing easy. It isa visible 
sign of the quality that makes DURAFLEX good—right to 
the core. 


Made by the 
Tubular Woven Fabric Co. 


Pawtucket, R. I. 
Makers of DURABILT PRODUCTS 
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“LYNCHBURG” 


A Name That Is 


A Recommendation 














“LYNCHBURG” means quality and long service—it’s a recom- 
mendation to every buyer to order Lynchburg Glass Insulators. 


After many years of hard service, Lynchburg Glass Insulators on 
low and medium voltage lines show absolutely no deterioration. 
Lynchburg quality is a tremendously important sales factor. 


Lynchburg Glass Insulators are designed, pressed and annealed with 
only quality and service in view. This is why you should and can 
sell them in profit making quantities. They practically sell themselves. 


Samples and descriptive literature gladly furnished on request. 


LYNCHBURG GLASS CORPORATION 
Lynchburg, Virginia 


“Supreme Where Quality Counts” 








Boxed Line of 


RESIDENTIAL FIXTURES 


BRASS AND ALUMINUM. 


GUARANTEED BAKED FINISH. 


DISTRIBUTORS ONLY. 
Exclusive Territory. 
Complete Line—Competitive Prices. 


Brings in new contractor dealers. 


Average Turn-Over Four to Six Times 
Per Annum. 


Prompt Service and Shipments. 
Sales Help. 


Let us submit our Sales Plan and Samples. 


NG 


HUDSON 
BRASS WORKS 


INCORPORATED 
16-18-20 Nassau Street 
BROOKLYN, N. Y. 














| wave designated by the government. 
| When they are not set on the same 
wave length they are quite likely to 
come close to other broadcasting sta- 
tions. This will cause an audio fre- 
quency howl of immense intensity. 
Almost any night on the lower part 
of the scale, a tremendous howl can 
be heard which is due to the fact that 
two or more broadcasting stations are 
attempting to broadcast on wave 
lengths which are too close. Should 
carrier waves of the stations inter- 
mesh, it will cause this terrific howl 
which cannot be tuned out at all. 

Poor bonding may be present be- 
tween the rails of street car lines as 
at (S). This bonding has been done 
quite well in recent years in most 
communities, but a few years ago the 
bonding was rather poor, causing no 
end of trouble to the radio user. The 
street car motors are also a source of 
annoyance when they go by. Good, 
clean commutators and well aligned 
brushes will reduce troubles from this 
source very materially. 

All of the above forms of interfer- 
ence are apt to be prevalent at any 
time, and a great many of them could 
be improved by a little energy on 
the part of the local dealer. The 
dealer who can put his receiving set 
into the auto, using a small antenna 
and then find the source of trouble 
will be doing himself and his com- 
munity a great favor. When he has 
located. the trouble, a report should 
be made to the persons controlling 
the equipment on which the noise is 
located. The trouble cannot always 
be located, but constant effort, and 
constant search in odd moments is 
sure to bring results. When the trou- 











George Lloyd, sales manager for the 
Sager Electric Supply Co., Boston, Mass. 


Above is the likeness of the genial 
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HEMCO 
PLURAL PLUGS 











A New World’s Record! 


The Champion Sales Leader of All 
Plural Plugs Betters Its Own Mark 


Year after year since their introduction, HEMCO Plugs 
have steadily maintained their position of leadership in 


sales. Again, in 1924 like a true champion HEMCO 


not only led the field, but once more broke its own record 





Few lines enjoy such complete dealer good 
will,as do HEMCO products. These photo- ° 

graphs are only two of hundreds entered in of the previous year. 
the HEMCO window trim contest built around 
dealer helps furnished without charge- 


Such consistent performance is one reason for the un- 
usual acceptance HEMCO enjoys universally throughout 
the trade. HEMCO Plugs are built to give unequalled 
service—they are neat and attractive—they are merchan- 
dised well—and nationally advertised. HEMCO sales- 
men are calling on the trade continually to help jobbers— 
never to compete with them. 

And the sales move up and up. 1925 will be bigger 
than 1924; the sooner a dealer stocks HEMCO, the greater 


his share of this success. 


Georce RICHARDS & COMPANY wwc. 
557-Wesr MonrRoE STREET- CHICaGo,/LLINOIS. 
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New for 1925 


A French-Gray Ceiling Fan 











screws. 


A 52-inch sweep, three-speed fan, with excep- 
tional speed regulation and low wattage. 


Carried in French-Gray finish. Can be supplied 
in other finishes, if desired. 


Specially designed for offices and homes where 
maximum breeze-power is not desired. 


FITTERS FOR CEILING FANS 


—to facilitate equipping Emerson Ceiling Fans 
with unit type of glassware. 
the ceiling fan switch and is fastened by the same 
Accommodates any glassware with 6- 


The fitter replaces 


inch opening. You can 
get details of this fan and 
fitter—and the complete 
line of Emersons by asking 


for Bulletin No. 4029. 
A postal will do. 


MERSON FANS 





with the 5 year guarantee 





THE EMERSON ELECTRIC MFG. CO. 


2018 WASHINGTON AVENUE, ST. LOUIS, MO. 
50 Church Street, New York, N. Y. 


The Emerson Company Sells No Apparatus at Retail. 














THE NATIONAL—THE NATION’S BEST SELLER 


The National Regenaformer is well 
on its way to become one of the best 
sellers for jobbers and jobber’s sales- 
men. 

Radio fans are quick to learn of its 
extreme sensitivity and selectivity. The 
National has no radiation and stations 
come in at definite points, on the sec- 
ond dial and can be logged. 

The principal units for constructing 
this two-tube receiver have been em- 
bodied in a kit consisting of 

1 National Antenna Coil mounted on 
1 .0005 National DX Condenser with 





1 4 in. Velvet Vernier Dial. 
1 National 
on 

1 .00035 
with 
1 4 in. Velvet Vernier Dial. 


Regenaformer, mounted 


National DX Condenser 


The kit retails for $22.00. National 
Regenaformer and coil only $7.50. 
The National Company has an ex- 
clusive license for the manufacture 
of the Regenaformer. Jobbers should 
write for full details of our propo- 
sition. 


NATIONAL COMPANY 


CAMBRIDGE 39 


BOSTON, MASS. 


Mfrs. of National DX Condenset& and Velvet Vernier Dials. 

















ble has beem found, the remedy is 
almost always obvious, and when the 
report has been made to the proper 
authorities, an immediate elimination 
of that trouble will almost always 


result. 





Code Changes Discussed 


The first of two public hearings 
called to consider a proposed new 
wiring assembly for open or con- 
cealed wiring, the adoption of which 
would necessitate changes in the Na- 
tional Electrical Code, was held in 
Louisville, Ky., January 30. This 
hearing immediately followed the 
convention of the Western Associa- 
tion of Electrical Inspectors in Louis- 
ville and many of the inspectors in 
attendance remained for the public 
hearing. -In addition, there were a 
number of jobbers and manufactur- 
ers present, the total attendance be- 
ing over 160. 

The proposed changes in the code 
will approve the use of “Romex,” 
a new twin-conductor cable manu- 
factured by the Rome Wire Co., of 
Rome, N. Y. 

The hearing was opened with an 
address by C. W. Abbott, engineer 
of the Rome Wire Co., who stated 
the position of his company with 
regard to the new product under dis- 
He said that his company 
only intended “Romex” to be used 


cussion. 


where knob-and-tube, loom and por- 
celain construction was now used and 
that it was not intended for use where 
metallic work is required or advis- 


able. He also explained the various 


tests that had been made on “‘Romex” 
and urged that the question of its 
safety be left entirely with the Un- 
derwriters’ Laboratories. 

A protracted discussion followed 
both 
changes in the code which would 
permit the use of this new material. 
Many of the inspectors present who 
have had trial installations made re- 
ported their observations. Others 
who took prominent part in the dis- 
cussion were W. G. Campbell, of the 
Central Tube Co., Pittsburgh; H. A. 
Calderwood, National Metal Mold- 
ing Co., Pittsburgh; A. L. Eustice, 
Economy Fuse & Mfg. Co., Chicago; 
Farley Osgood, Public Service Co., 
Newark, N. J., and A. M. Ferry rep- 
the 
turers’ Association. 


in favor of and opposed to 


resenting Porcelain Manufac- 


A second open 
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Model VI, 14" wood bell $30) 
Model VII,21" wood bell $35 


Connect Music Master in place of head- 
phones. No batteries. No adjustments. 


Prices of all models slightly 
higher in Canada 





Model VIII, Mahogany Cabinet $ 5 
with “full-floating” wood bell 2 








Model V, Metal Cabinet, $18 
Mahogany finish wood bell 
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{Music Master 


Resonant Wood Insures 
Natural Tone Quality 


—Its True Significance 


HE advent of Music Master sounded the death knell of the mere 

“ . . . . . 

loud speaker.” For it transformed the radio receiving set into a 
musical instrument—a triumph of re-creative art. 


Two years ago Music Master’s full voiced volume and characteristic 
tone qualities heralded the New Era of Radio Art. It made possible the 
re-creation of supreme Music, Song atid Speech, in the wonderful stellar 
programme now an established feature of American nation-wide 
broadcasting. 

Music Master does more than reproduce—it interprets, it re-creates — it transforms 
mere radio receiving into artistic enjoyment. Music Master has been inadequately 
imitated, but never equaled. Music Master remains the supreme musical instrument of 
radio—and there IS no substitute. 

MUSIC MASTER-—the Ultimate of Artistic Radio Re-Creation 

Music Master’s precision instrument is the acme of scientific perfection. Music 
Master’s tone chamber of heavy cast aluminum is a marvelous mold of sound without 
distortion. Music Master’s amplifying bell of resonant wood gives to every sound its 
full, vibrant qualities and natural and lifelike characteristics. 

Music Master’s manufacturers hold that every purchase of their product carries 
with it an implicit pledge of unreserved and unconditional protection. Back of your 
dealer’s full and unfailing service stands the Music Master Corporation to guarantee 
its products direct, to anyone, anywhere, at any time. 


{Music Master Corporation 


Makers and Distributors of High-Grade Radio Apparatus 
Tenth and Cherry Streets 
Chicago Philadelphia Pittsburgh 
Canadian Factory: Kitchener, Ontario 
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HY PERION LEADS 


nian The efficiency of any given type of Illuminating 
La 4 Glassware is not a thing to be surmised and guessed; it 
Te is determinable, it may be known definitely and beyond 

s el . the hazard of mere speculation. 


That glass which diffuses the greatest percentage of 
the light generated by the lamp, which completely con- 
ceals the light source and eliminates glare, is the most 

i efficient, and its efficiency is measurable and determin- 
“tense able in a definite and scientific way—by means of photo- 

metric tests. By these standards, Hyperion Glass is 

‘asily the most efficient lighting glass ever developed, and generally recognized 
as such by Illuminating Engineers, by Architects, and by Boards of Public Edu- 


cation, 


In the short space of time which has elapsed since we first announced the dis- 
covery and final development of Hyperion Glass, so universal has been the recogni- 
tion of its unquestioned superiority, that we have been compelled to construct a 
new furnace and to double the capacity of our plant. It has brought an increased 
prosperity, not only to us, but to every Jobber and Contractor Dealer who has 


added it to his line. 


It is only fair to assume, then, that what it has done for us and for our Job- 
hers, it will do also for you. Hyperion is easy to sell because it has no real com- 
petitor. Wherever efficiency and superiority in essential qualities are the deciding 
factors, Hyperion will win. 


Send For Our Catalogue Today! 
ITyperion Glass Is Superior Glass. 


Gill Glass Company, Ine. 


Amber and Venango Streets 


Philadelphia, Pa. 
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The Soldering Iron 


With Swivel and Interchangeble Tips 


Made especially for telephone work, and radio. Also for general use wherever a 
soldering iron is needed. Its Swivel Point makes it possible to easily reach and solder 
properly difficult connections in switchboards, telephones; terminals on relay, arrester, 
and distributing frames. 

This is the soldering iron every exchange has needed for the repair shop. For 
radio, Ward soldering irons have no equal. 


NO TE-— 1. Exclusive patented swivel point, screwdriver tip. 
2. INSULATED so iron will not “ground.” 


3. Built of highest quality materials and guaranteed 
to meet your demands for general use. 


4. Ward Soldering Irons are approved and listed as 
standard by Underwriters’ Laboratories. 


Below are some of our distributors who supply the trade at regular trade discount. 
We shall be glad to list you among this number. Write us for circular and prices. 


Central Electric Co., Chicago Kellogg Switchboard & Supply W. D. Allen Mfg. Co., Chicago 
Monarch Tel. Mfg. Co., Chicago Co., Chicago Stromberg-Carlson Tel. Mfg. Co 
Middle-States Elec. Co., Chicago Illinois Electric Co., Chicago Chicago 
Carolina States Elec. Co., Char- Hibbard Spencer Bartlett Co., American Elec. Co.. Chicago 

lotte, N. C. Chicago Palmer Electric Co., Chicago 
lower Binford Electric Mig Co., Monarch Electric & Wire Co., Leich Elec. Co., Genoa, Il 

Richmond, Va Chicago Scoville Mercantile Co., Atlanta, 

Ga. 
Incorporated 
Specialists in Soldering Irons 
937-939 Wellington Avenue CHICAGO 
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A SERVICE COMPANY IN 
LIGHTING EQUIPMENT 


Lae have started us in business. Your need of a real service is responsible for 

the organization of this company—the pioneer SERVICE COMPANY for Elec- 
ZZ) trical Jobbers in Lighting Equipment. We are organized to manufacture stand- 
ardized Lighting Equipment for commercial and residential purposes but, first and fore- 
most, we are organized to give you SERVICE of a character which has not hitherto 
been available and which will enable you to carry on your business at a greater profit 
than heretofore—minus the trouble, the worry and the expense which has always 
attended it. We are not in any sense a competitor: we are your SERVICE COM- 
PANY. We do not solicit business, in your community, from any one but you— if 
you shall be appointed our accredited Distributor—except for you and in your in- 
terest. 





And the thing that we do is this: We are organized, not to sell you fixtures and 
glassware merely, but Lighting Equipment—each number as a unit, intact, complete, 
assembled, wired, packed in its own individual shipping carton and ready to install. In 
other words, you purchase Lighting Equipment from us as you purchase irons, incandes- 
cent lamps, and sockets in original packages—and you sell it in that way. Neither you, 
your jobber or contractor-dealer, have to assemble anything, wire anything nor pack 
anything. Everything is in the carton—the unit and the service. 


Our line comprises commercial units consisting of fixtures of standard types and of 
artistic and ornamental design, and of the most efficient glassware ever developed; resi- 
dential units for kitchen and bathroom and attractively decorated luminaires for 
Bedroom, Sun-Parlor and Breakfast Room. 


We will appoint a Distributor for our line and our service in your community. We 
will not sell any one else—directly or indirectly. He will be our sole distributor. We 
will furnish him with catalogues of our line, bearing his imprint, for distribution among 
his customers and we will quote him prices which will enable him, his jobber and con- 
tractor-dealer, to meet the keenest competition, with a substantial profit to every one con- 
cerned. 


If you are a recognized Jobber in Electrical Supplies, and your credentials are satis- 
factory, you are eligible to apply for this appointment. Our Product Plus Service is 
the newest and biggest thing in Lighting Equipment today. Our Distributors will be the 
immediate and substantial beneficiaries. 


We are giving you an OPPORTUNITY. Take advantage of it NOW. 





OUR BUSINESS IS YOUR SERVICE 


UTILITY LIGHTS, Inc. 


A Service Company in Lighting Equipment 
3819 Frankford Avenue Philadelphia, Pa. 
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hearing was held in New York on 
and at the meeting of 
of the 


February 2 


the Electrical Committee 


N. F.P. A. held in New York Feb- | 


ruary 17, 18, 19, the change was to 
be either accepted or rejected. At 
the time of going to press, Feb. 25, 
no information was available as to the 


action taken. 


SHELF :'GOODS 


Class Dismissed! 


Sunday School Teacher—“Lillian, where 
do good little girls go when they die?” 

Lillian—“To heaven.” 

Teacher—“That’s right, now 
class where do bad girls go.” 

Lillian—“To the depot to see the travel- 
ing men come in.” 

* * 


tell the 


Spring Has Come 
Asst. Cashier—“I am in an awful stew 
this morning. 
bination.” 
Steno—“That’s nothing. I real often 
forget mine when I am stewed.” 
*x* * * 


Ending the Train 
Mrs. Murphy was leaning against the 
door-post of her house when her friend, 
Mrs. Carr, happened along 
her arms the twelfth child. 
Mrs. Carr—and there you are up and 
around again with another little Carr.” 
“Yes, Bridget, another little Carr it is 
—and as far as I am concerned, I pray 
the Lord it’s the caboose.” 
*x* * * 
Right There 
She (softly)—“Can you drive with one 
hand?” 
He (quickly)—‘Nope, but I can stop.” 
* *x* * 


You Said it Sister 


Her husband spoke to her quite harshly. 
“Why don’t you dress before you start?” 
he said. “I’d just as soon see you put on 


| 


| 


your stockings in the car as your gloves.” | 


“Yes,” she answered simply, “most men 


would.” 
x *k * 


You'd Be Surprised 


There was a young lady named Maud, 
Who was a society fraud. 

In the ballroom, I’m told, 

She was haughty and cold, 
But in the back parlor, Oh, Gaud! 


* * * 


Open Those Iron Gates 


Colored Preacher (delivering farewell 
sermon)—“Brethern and _ sisters,  I’se 
gwine away and leave you. I’se gwine 
away to a better place. I’se gwine away 
to prepare a place for you all-—” 

Curious Voice (in rear)—“Where you 
gwine, brudder?” 

Preacher—“I’se gwine be Chaplain of 
de State Penitentiary!” 

* * x 


Twinkle, Twinkle! 


Wife (Insomniac)—“I can’t sleep, Jack, | 


I'm counting sheep. 


Husband (all in)—“You’ll be counting | 


stars if you don’t let me sleep!” 


bearing in | 
“Arrah now, | 


I have forgotten my com- | 


IFL 











These Galvin Two-Size All Purpose 
Fans Will Bring You More Sales 


Our 14-inch oscillating AC and DC 
fan meets every requirement of a 
16-in. or 12-in. fan while our 10-in. 
oscillating Universal and our 10-in. 
non-oscillating AC takes care of all 
smaller size requirements and in ad- 
dition meets price competition on 
Quality types. 

Just two sizes of fans to carry in 
stock with none of it idle. Our lib- 
eral selling margin to both the Job- 
ber and to the Dealer solves the 


problem of Fan Profits for 1925. 


Write today for full par- 
ticulars on Fan Profits 





10-in. Non-Oscillating A.C. Single 
Speed. 10-in. Oscillating Universal 
Three Speeds. 14-in. Oscillating A.C. 
and D.C. Three Speeds. 


GALVIN ELECTRIC MANUFACTURING CO. 
3320 So. Broadway, St. Louis, Mo. 


EXPORT DEPARTMENT: 149 BROADWAY, NEW YORK, N. Y. 
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A Safe Body-Guard 


for Lamps 


The salesmen of this company are sell- 
































Regular, 
Type and Portable 
for standard brass and 


Styles 


weatherproof sockets. Key 


locking or plain. 








ing FLEXCO and FLEXCO-LOK Lamp 
Guards and placing the orders through 
our jobbers every working day in the 
year. 

This complete line of lamp guards is 
only thirty-four numbers; the guards are 
well made; are practical and understood 
at a glance giving them strong resale ad- 
vantages; they are packaged attractively, 
being nested compactly, ten to a carton, 
all but the portable styles which are pack- 
aged singly. The prices are reasonable 
and customary trade distinctions are 
closely observed. 


INVESTIGATE! 


FLEXIBLE STEEL LACING CO. 
4698 Lexington Street 
CHICAGO 
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Associated Manufacturers at 
Hot Springs 

The annual meeting of the Associ- 
ated Manufacturers of Electrical Sup- 
plies and Sections will be held at The 
Homestead, Hot Springs, Va., during 
the week beginning June 8, 1925. 

ek Be. 
Signal Electric Absorbs Wis- 
consin Company 

Negotiations have recently 
completed, whereby the Signal Elec- 
tric Mfg. Co. of Menominee, Mich., ac- 
quires all of the capital stock, physical 
assets, good will and contracts of the 
Marinette Electric Corp. of Marinette, 
Wis., a business involving an author- 
ized capital of $30,000 and manufac- 
turing ‘“Radiophone” head-sets. 

Although the consolidation of the 
two plants is not contemplated at this 


been 


time, the latter company still operat- 


ing under its own name, the officers of 
the former company will direct opera- 
tions of both organizations. They are: 
J. E. Henes, president; F. A. Roper, 
vice-president; C. E. Hammond, sec- 
The directors are 
the three above mentioned officers and 
V. A. Lundgren, C. A. Law, George 
Hastings and Alfred Henes. C. E. 
Hammond, the present manager of the 
Signal Electric Mfg. Co., will also be 
the manager of the Marinette Electric 
Corp. 


reta ry-treasurer. 


* * * 


McGill Stocks on Coast 
The McGill Mfg. Co., Valparaiso, 
Ind., announces the appointment of 
J. G. Pomeroy Co. as its Pacific Coast 
Branch 
carrying a complete stock of McGill 


representative. warehouses, 


products, are established at San Fran- 
cisco and Los Angeles, Calif. 











We don’t know whether it was by accident or design that these three veteran 


switchboard manufacturers of St. Louis met in Florida in January. 
they met and incidentally they met some fish. 
as the fish in Florida, St. Louis would lose three of its distinguished citizens. 


Nevertheless 
Doubtless if orders were as plentiful 
Reading 


from left to right in the group (individuals, not fish) are William Wurdack, president, 
Wurdack Elec. Mfg. Co.; Frank Adam; Charles J. Briner of W. J. and F. E. Briner, 


and Fred B. Adam, president Frank Adam Electric Co., all of St. Louis 
were caught at Ft. Lauderdale, Fla., on January 10 and represent one day’s catch. 


The fish 





ee 





T-V Appoints New Agent 

The Trumbull-Vanderpoel Electric 
Manufacturing Co., Bantam, Conn., 
announces the appointment of the 
H. Lee Reynolds Co. as its represen- 
tative in the Pittsburgh territory. 
The Reynolds company will be re- 
sponsible for Pennsylvania west of 
Altoona and the northern part of 
West Virginia. 

* * * 


Wakefield Plant Now Ready 
The F. W. Wakefield Brass Co. of 
Vermilion, O., announces the comple- 
tion of its new factory building which 
replaces the one destroyed by fire on 
the night of December 4, last. The new 
unit is 60 by 160 ft. in size, one story, 
standard concrete and steel construc- 
tion, and was erected in 25 working 
days by The Austin Co. of Cleveland. 
Machinery damaged by the fire has 
been reconditioned ready for installa- 
tion, and production in the new plant 
to at least 50 per cent of capacity was 
expected by the first of this month. 


A. F. Wakefield, for the past two 
years a vice-president, has been pro- 
moted to the position of general man- 
ager, taking over the bulk of the exec- 
utive work formerly handled by F. W. 
Wakefield, president of the company. 

* * * 


Changes in Lamp Works Sales 
Organization 

In order to better serve these most 
rapidly growing lamp territories, the 
National Lamp Works of General 
Electric Co. will establish three new 
sales divisions: Southern Lamp Di- 
vision, Atlanta, Ga.; Southwestern 
Lamp Division, Kansas City, Mo.; 
Northern Lamp Division, Minneapo- 
lis, Minn. Appointments of general 
managers for these new sales divis- 
ions have not yet been made. 

In the east central territory Ban- 
ner Electric Division at Youngstown, 
O., and Colonial Electric Division at 
Pittsburgh, Pa., have been consoli- 
dated with general offices at Pitts- 
burgh and will be known as the Alle- 


gheny Lamp Division. 
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Formation of Kodel Radio 
Corp. 

After eleven years in the manufac- 
ture of vibrating rectifiers, the Auto- 
matic Electrical Devices Co. of Cin- 
O., 


mands made by jobbers and dealers 


cinnati, answered constant de- 
who for years have requested this 
company to add a complete line of 
radio receivers, by purchasing the 
Kodel Manufacturing Co. of that city. 
The two companies have been consoli- 
dated into a new corporation, capital- 
ized at $2,000,000, to 
known as the Kodel Radio Corp. 

The new corporation takes over five 


nearly be 


separate manufacturing plants main- 
tained by the old companies in Cin- 
cinnati, together with what is said to 
be one of the most comprehensive 
sales organizations in the radio field. 
Expansion plans include the immedi- 
of the battery 
charger line, including the “Gold Seal 


ate enlargement 
Homcharger,” and a complete revis- 
ion of the Kodel receivers in which 
sweeping changes will be made. New 
models will be introduced immedi- 
ately, to be followed as rapidly as 
possible, by additional improvements 
the field. The 


nouncement of the new corporation 


in entire radio an- 


was followed immediately by the in- 
troduction of a new five-tube, tuned, 
radio-frequency receiver called the 
“Logodyne.” 

The president of the company is 
Clarence E. 
president of the Automatic Electrical 
Devices Co. since its inception. J. F. 
Bichl was elected vice-president. 

* * * 
Bullington Heads Westing- 
house Cincinnati Office 

L. C. Bullington, formerly assis- 


tant manager, department, 
Westinghouse Electric & Manufactur- 


power 


ing Co., at East Pittsburgh, Pa., has 
been appointed manager of the Cin- 
cinnati district office of the company. 
Mr. Bullington succeeds Mr. James 
A. Brett, who died recently in Ber- 
muda. He will assume his new duties 
in the Cincinnati office immediately. 
* * 


G. M. Davis with Jefferson 
Glass 

The Jefferson Glass Co., Follans- 

W. Va., has appointed G. M. 


Davis sales and advertising manager. 


bee, 


Mr. Davis was formerly advertising 
manager for the Cleveland Metal 
Products Co., Cleveland, O. 











The annual sales conference of Hubbard & Co., Pittsburgh, Pa., manufacturers of 


pole line hardware and Peirce construction specialties, was held the week of 
uary 19, at the Pittsburgh Athletic Association. 


Jan- 
Among the important questions 


discussed at the conference were the sales program for 1925, the company’s policy, 


advertising and methods of helping the jobbers to increase their sales. 
group constitutes the men who were present. 
E. Wright, dist. sales mgr. New York office; A. R. 
H. Keen, sales engineer; F. 
Husted, mgr. Niles Plant; E. 
Second row: R. G. Robbins, asst. advertising mgr.; I. F. 


man, manager specialty sales; F. 
Robitzek, mgr. hardware sales; C. 
mer.; N. C. 


This smiling 
Left to right, Front row: F. E. Nor- 


M. Hughes, service 
Wessel, dist. mgr. Kansas City office. 
Wilder, sales engineer; 


M. M. Johnson, sales engineer; J. P. Spicer, sales engineer; H. C. Landsell, Chicago 


office; A. MelIlrath, sales engineer. 
Manso, engineer; C. L. 
sales mgr.; 





Last row: R. O. Barnes, sales engineer; R. H. 
Peirce, Jr., mgr.; 
S. B. Webb, sales engineer; R. 


G. A. Green, statistician; W. M. Heim, 
M. Waggoner, sales engineer. 


Ogden, who has been | 








AND 


“AMERICAN 
BRAND” 


| Weatherproof and 
| Bare Copper Wire 
and Cables 


EXPERIENCE AND 
APPROVAL 


The man who is interested 
in saving his company dollars 
over years of service recom- 
‘mends “American Brand” 
_weatherproof wire. It will out- 
last any other make on the 
‘market. It is built to a standard 
that is maintained. 


American Insulated 


Wire & Cable Co. 


CHICAGO 


"TRADE 


"MARK 

















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, Illustrated 








The “Grillite” is a 
reading lamp and an 
electric grill in one. 
The grill is in the base 
of the lamp. To light 
it all you have to do is 
to swing the lamp ped- 
estal to the right and— 
instaneously—the _ grill 
is ready for action. 
You can turn off the 
lights and use only the 
grill if you wish, or you 
‘an use both lights and 
grill at the same time, 
or you can use the 
lights alone. Made by 














tre “Grillite’ Co., The Automatic Electric Heater 
Times building, New Co., of Warren, Pa., has recently 
UGE, IN. placed on the market an improved 


model of a 660-watt water heater 
with thermostatic control. It has a 
heavy galvanized pressure’ tank 
holding three gallons and is con- 
nected direct to the cold-water 
supply pipe. The hot-water outlet 
from the heater is connected to the 
wash basin. 














A battery switch that is simple 
and saves current is made by the 
Benjamin Electric Mfg. Co., Chi- 
cago, Ill. Radio is its main appli- 
cation. In the OFF position the 
switch knob fits close to the panel. 
It cannot be accidentally pushed in 
and the circuit closed. A_ straight 
forward pull is required to establish 
a circuit. 





This square handle tumbler 
switch, of the Hart & Hegeman 
Mfg. Co., Hartford, Conn., is one 
of a line made _ in_ single-pole, 
double-pole, and three and four-way 
types, in both shallow composition 
and porcelain bases. 











The “Clover Leaf” electric wash- 
er, made by the Wells Hi. Press 








The Federal Steel Products Co., Co., Streator, Ill., has a highly de- 
Newark, N. J., has placed on the veloped tub movement. Each _ os- 
market a 380-ampere, 250-volt, ex- cillation of the tub swishes waves 
ternally operated, entrance switch of sudsy water through the fabric. 
on a porcelain base, in two and The tub moves to and fro like a 
three poles. This does not super- cradle, rising and falling and agitat- as . 
sede the slate base switches, but is ing the water in the form of the This new device, recently brought 
an addition to the line. Attention figure eight. There are no rubbing, out by Harvey Hubbell, — Inc., 
is called to the design of the box, binding or twisting of the clothes. Bridgeport, Conn., converts a single 
. which contains combination knock- A tub clutch engages easily, and convenience outlet into a duplex. It 
outs in all sides and back, has line stop lugs prevent the tub from has the advantage of being excep- 
and load stamped in the back of the turning completely around. ‘The tionally small and neat, and of fit- 
box and is provided with attach- machine has no_ springs, being ting snugly up against the outlet 
ments for sealing both the cover evenly balanced and does not have plate. It is made of black compo- 
and switch. to be fastened to the floor. sition, in tandem and parallel bladed 


types. 
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New Electrical 


Products, Illustrated 














Here are shown two new cylin- 
drical units, which have been added 
to the line of cast-metal outdoor 
lighting ‘fixtures, made by the Her- 
wig Co., 1758 Sedgewick _ street, 
Chicago, Ill. Over 50 new items 
are now being offered the trade, all 


of which are to be shown in their 
new catalog. Most of the new 


items are fitted with amber or glass 
and are designed for homes or 
bungalows. All fixtures can be 
duplicated in bronze if desired. 











THE RAPID UNDERCUTTER 


THE RANSOM & PANDOLPH CO. 
: 








This sturdily built machine may 
be adjusted instantly to accommo- 
date any type of small armature up 
to 22 in. in length and 11% in. in 


diameter. ‘The armature is sus- 
pended from two points and _ is 
firmly held by spring tension. ‘The 


right-hand operates the belt-driven 
spindle which holds the milling cut- 
ter, the left hand being let free to 
control the movement of the arma- 
ture. One sweep of the hand and 
the mica layer is undercut. The 
manufacturer of this machine is the 
Ransom & Randolph Co. P. O. 


Box 905, Toledo, O., also makers of 
a heavy duty machine for undercut- 
cing commutators. 











TO LINE 


TO MOTOR 











| 
2 @ {a} : 
tO 
DB PRESSURE 
# TANK 





The accompanying illustration shows a typical, safe wiring and _ in- 
control of , 
single-phase, motor-driven pump outfits, recommended by the Cutler- 
enclosed, outside operated type mounted alongside of the Cutler-Hammer 


stallation arrangement for the 


double-pole, magnetic switch and pressure-actuated switch. 


automatic 


small 


yee 


The latter 


is connected by pipe to the tank and electrically to the magnetic coil 
of the magnet switch so that when the pressure in the tank drops to 
a predetermined low value the magnetic switch is caused to close, 


thus automatically connecting the 
pressure reaches the desired high 


motor 
value, 


on 
the 


the line. 
pressure 


When 


switch 


the 


opens, 


the magnetic switches drop out, and the motor and pump come to rest. 


By adding a metal locating lug 
to all porcelain socket bodies, with 
the single center screw, Pass & Sey- 
mour, Inc., Syracuse, N. Y., claim 











a saving of time for the wireman 
in assembling these wiring devices. 
The metal lug on the body fits a 
corresponding depression in the 
caps and bases and indicates the 
position for assembling. 

A new product of the Arrow 


Electric Co., Hartford, Conn., is the 


shallow canopy switch shown. ‘The 
base is only 5-16 in. deep. It has 
a ratchet handle, glow-tipped. The 


base is of bakelite. 














































THE JOBBER’SfA)SALESMAN 














New Electrical Products, Illustrated 




















The Edwin F. Guth Co., St. Louis, 
Mo. has added to its line of lighting 
fixtures two new types of porcelain 
enamel switch plates for use in 
homes, hotels, hospitals, stores, office 
buildings, etc. The cut at the left 
is a tumbler switch plate, while the 
one at the right is a standard push 
button plate. These plates are at- 
tractive, sanitary, easily cleaned and 
will not check, peel or tarnish. 








The Beaver Machine & Tool Co., 
Inc., Newark, N. J., announces a new 
addition to its family of cord sets. 
The “Suitzall” illustrated herewith 
is made up of 16 feet of No. 18 gauge 
asbestos covered cord with the “Suit- 
zall” heater plug on one end and the 
“Pony” attachment plug on the other 
end and packed in an attractive 
orange and black carton. 








For many years the residents of apartment houses have suffered re- 
peatedly from the loss or partial destruction of mail due to the fact that 
the type of mail boxes now in use are small, inadequate and unsafe, espe- 
cially for the reception of magazines and other similar mail matter. To 
overcome this difficulty, the post office department has ordered that all mail 
boxes now installed must be of a new approved type to afford adequate 
protection to the mail. This order includes apartment houses, apartment 
hotels, flats or other dwellings having more than three or more apart- 
ments. The principal feature of the Columbia mail box is the simplicity 
of its construction. It is built on the unit idea and is assembled in units 
of three, four, five or six boxes as required. The operation of the doors 
is free from complications of any sort. The upper door is controlled by 
a single lock, which is furnished by the post office department without 
charge to the owner. This master door, as it is called, is opened by the 
mail carrier, who carries the key with him and the mail matter is placed 
in the respective boxes of the tenants. The lower doors open up in- 
dividually and are accessible to the tenants permitting them to remove the 
mail. The locks and keys for the lower doors which are different in combi- 
nation from each door, are furnished by the manufacturer of these mail boxes, 
namely the Columbia Metal Box Co., 226 East 144th street New York City. 
This box will interest electrical contractors as well as jobbers because it 
goes into a building installation along with electric bells, etc. 








The type D Model, pictured at the 
right, will hold three curling irons 
at one time. It has a flat top 4x43, 
in., which serves as a miniature hot 
plate, and is preferred by many be- 
cause of this feature. The current 
consumption is 250 watts. The com- 
plete line of Op-Al is marketed 
through the jobber at attractive dis- 
counts. 





The Op-Al Electric Mfg. Co., 1057 
West Thirtieth street, Indianapolis, 
Ind., has started production on two 
new curling iron heaters. Type C-5 
shown at the left will accommodate 
two marcel irons and Is made of a 
polished aluminum. It has a nichrome 
element bound on a special composi- 
tion muffle to prevent corrosion. Fur- 
nished complete with six-foot cord, 
two-piece separable plug and stand- 
ard model connector plug. The cur- 
rent consumption is 125 watts. 





















A therapeutic lamp that will cure 
common ailments as: Rheumatism, 
colds, earache, headache, sprains, 
ete., and which is also being used 
in beauty parlors for facial massage, 
etc., has been introduced by the Bob- 
bett Electric Mfg. Co., 818 East 
Forty-third street, Chicago. The 
reflector is solid, polished aluminum 
7Y, in. in diameter. An incandes- 
cent bulb is included—128 watt, 120 
volt carbon stereopticon. It comes 
complete with 10 ft. cord and plug 
ready to use. 
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of YALE Flashlight by just 

unscrewing the complete 

head assembly and standing on end 
as illustrated. 


_ Your customers will immediately 
want one of these Two Purpose 
Utility Flashlights—— of invaluable 

aid in sick room, nursery, camp, 
changing auto tires at night and for 
work in all dark places. 

Increased profits to all dealers in 

_~ handling the De Luxe line of YALE » 
Flashlights embodying this new, un- 

_ usual feature. 


- A CANDLE-LIGHT from any type 











THE YALE SAFETY 
CONTACT SWITCH 


ABSOLUTELY PREVENTS ACCIDENTAL 
SWITCHING ON OF LIGHT — PROVIDES 
A FLASH CONTACT FOR SIGNALING, 
ETC.,—OR A PERMANENT CONTACT 
FOR A STBADY BEAM OF LIGHT. _ 
































YALE ELECTRIC CORPORATION 
~ cuicaco BROOKLYN,N.Y. SAN FRANCISCO 

































































YALE MONO-CELLS 
Fit All Tubular Flashlights 


“They ara chook full of 
dark-dispelling energy’’ 
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ed with the Conti- 
| nental Fibre  Co., 
Newark, Del., and 






The Beodiine 


to BatteryOrders 


— has been worked out! Here 
it is: 
Every month of the import- 
ant selling season each of | 
your Red Seal Dealers re. 
ceives from us, by mail, 
complete display material 
for an interesting, attention- 
compelling window. 


He also gets the Red Seal 
Service Bulletin chock-full 
of real ideas. The kind of 
stuff that “stops ’em—and 
brings ’em in.” 


| devices; Section IV, panel-boards and , 


We show him just how to 
use his display material to 
best advantage. His interest 
in featuring batteries is kept 
alive. 

This plan sells Red Seals, 
The dealer’s battery stocks 
are kept moving fast. 

So the Jobber’s Salesman 
makes a bee-line for the 
dealer, gets his battery order 
signed and sends it in. 
That’s all there is to it. 
Easy? 


ANHATTAN 


ELECTRICAL SUPPLY CO, INC. 


NEW YORK 


CHICAGO sT. Louis 








| just become connect- 


SAN FRANCISCO | 


York office of the Hope Webbing Co. 


Continental Fibre 
Gets Star Sales- 
man 

Newell 


Roy has 


will work out of the 
Chicago office cover- 
ing the state of Mich- 
igan. Mr. Newell is 
a newcomer in the 
industry, 





electrical 


but if an _ intimate 
knowledge of salesmanship has any- 


thing to do with success Roy will soon | 
| duit 


rank among the best electrical sales- 
men in the motor 
Newell was formerly with the Scholl 


car state. 


he traveled around the country lectur- 
ing before groups of retail shoe sales- 
man on how to sell corrective devices 


to the footsore public. 
* * * 


Trumbull’s New Catalogue 
The Trumbull Elec. 


Plainville, Conn., is distributing its 


new catalogue, which consists of 200 | 
| pages, and includes under one cover 
| all lines manufactured by that com- | 


pany superseding all other catalogues, 
supplements and bulletins. 

The catalogue is divided into four 
sections: 
ot 


switches ; 


and externally operated 
Section IT, knife 


switches and accessories; Section III, 


safety 
open 


battery switches and other porcelain 


accessories. 

The catalogue is also issued in loose 
leaf form for jobbers’ salesmen data 
books. It 


is furnished in a leather 


cover for purchasing agents and in- | 


side service men. The safety switch 


and the panel-board sections are re- | 


published in smaller bulletins for the 


use of those particularly interested in | 


these devices. 
x * 


Mitchell-Rand Changes 
Among the changes in the organi- 
zation of the Mitchell-Rand Mfg. Co., 
18 Vesey street, New York, N. Y., is 
the appointment of W. B. Stevens, 


formerly of the sales department as | 


manager of the direct factory sales 
department. 
He was for several 
years assistant manager of the New 


the sales force. 


Mr. | 


'of enameled conduit 
thread protector of an improved type. 
Mfg. Co., of Chicago, manufacturers 
of foot appliances, in which capacity | 


Mfg. Co., 


¥r \O- 
SUNG srowN.OF 


Steelduct 


Steelduct electro galvanized conduit 





| has an exceptionally clean and smooth 


surface both inside and out. It is noted 


| for its lasting qualities. 


Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
appeal to particular architects, 
contractors and engineers. Every length 
is fitted with a 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


-YOUNGSTOWN 


OHIO 


UNDERWRITERS 
LABOPATORIES J 
inSPECTED 

CONDUIT 





Section I listing the line | 


R. E. Dunne has joined | 





Multi Bushings 
are made in the 
clamp and no- 
clamp types of 
the finest porce- 
lain and a special 
composition. All 
sizes for all jobs. 






Contractors 
know they can 
depend on Multi 
Bushings for long 
-— and dependable 
service. That’s 
why they will 
boost your sales. 


Litany 


No Clamp Bushing 


Every jobber should 
stock this complete 
line of bushings. Get 
in touch with us im- 
= - mediately regarding 

—— our jobber proposi- 
Pipe Thread Porc. tion. 








A, Aout \\ 
MNS” 
Fg —— EI 


Jobber! Ask 
your sales man- 
ager to take on 
the Multi Line 
of Bushings. 











Composition Slip 


MULTI ELECTRICAL MFG. CO. 


1848 W. 14th Street, Chicago, IIl. 
























March, 1925 


THE JOBBER’S 


MI) SALES™M 


103 
















Nag 









BEE-VAC 


Another money 
maker for the 
dealer. Con- 
sumer’s retail 
price $5.75. 





Electric Iron 









No Wonder You 
Can’t Sell It 


The ornaments add $10 to 
$30 to the price of most 
cleaners without adding a 
thing to the quality or per- 
formance. 


High ‘Retail Prices are 






Consumen'e itn 
$392 
Why 


“Pay 
















killing your cleaner business 


What causes the high prices of electric cleaners? 
You no doubt know the answer. It is the costly, 
cumbersome selling system under which most 
cleaners are sold. 

This extravagant system includes the big selling 
commissions and salaries paid to home and store 
demonstrators, campaign crew managers, retail 
supervisors, retail and resale district managers, re- 
sale department managers, district and retail sales 
managers, division managers, etc., etc., etc. 

These selling commissions and salaries, com- 
bined, add $10 to $30 to the cost of each cleaner, 
without adding a single thing to quality or perform- 
ance. They cause the high prices. And these high 
prices are killing the cleaner business for thousands 
of you dealers. ee ©°¢ 


The Standard, 2-year guaranteed Bee-Vac changes 
all this. It is marketed in a simple, common sense, 
economical way. No needless selling commission 
or other expense is ever included in its low $39.75 
price. It offers 100% cleaner value; has no superior, 
either in quality or performance, at any price. 

Due to low price and remarkable value, the 
Bee-Vac sells easily, like other “over the counter” 
merchandise — without canvassing or extended 
payments. Offers dealers a worthwhile profit. 
Requires practically no service. Guaranteed two 
full years. Over 400,000 now in use. 

Twelve thousand alert dealers and over three hun- 
dred leading jobbers already sell Bee-Vacs and can 
verify these statements. Write for our proposition. 


STANDARD Eledinic Cleaner 
BIRIMAN ELECTRIC COMPANY 


Chicago 








Dept. G-27 Lake and Desplaines Streets 
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THERE’S PROFIT 
IN THE 
STEEL CITY LINE 


The reason there 
is profit in the 
Steel City Line is 
because contractors 
and wiremen gener- 
ally prefer Steel 
City Wiring De- 
vices to all others. 
They give such ex- 
cellent service on 
the job that when 
additional material 
is needed Steel 
City gets the call. 








Every article in the 
line gives a better 
job, yet costs no 
more. In some 
cases Steel City 
Wiring Devices 
cost less to install. 


The complete line 
is well and favor- 
ably known to all 
your contractors, 
therefore, jobber’s 
salesmen have less 
trouble in selling 
the Steel City 
Line. 


In the interest of 
better wiring and 
more business dur- 


should sell your 
trade the complete 
line, including the 
new “Universal” 
Conduit Couplings 
which save your 
contractors’ time 





duit jobs. 


“Universal” C on- 
duit Couplings are 
approved by 
the Underwriter’s 
Laboratories. 

For more sales 


through the 
you should become 


the lines—send for 





Steel Exty € 7 


PITTSBURGH 


3 Chectrre Ex. 


PENNSYLVANIA 











ing 1925 you| 


and labor on con- | 


A Service Company to Elec- | 


trical Jobbers 

W. J. Justice, president of the 
Lighting Fixture Supply Co., of New 
Orleans, La., has retired from active 
direction of the activities of that or- 
ganization, although retaining his 
financial interest in it, to form a new 
company known as the Utility Lights, 











W. J. Justice 


Inc., with the main office and factory 
in Philadelphia, Pa. 

The Utility Lights, Inc., is really a 
‘service company to jobbers of elec- 
trical products. The new concern will 
manufacture a standardized line of 
commercial and residential lighting 
equipment, including fixtures and 
glassware, will assemble them in its 
new plant and ship them, wired and 
packed in individual shipping cartons, 
with freight allowance to destination. 
Its only clients will be recognized and 
admitted jobbers of electrical prod- 
ucts; it will not sell direct to dealer 
or retailer. 

Jobbers will not find it necessary to 


| purchase their glassware from one 


| lighting 


and profits all | 
year | 


more familiar with | 


source, their fixtures from another and 
then assembling them at much trouble 
They may purchase a 
purchase a 


and expense. 
unit as they 
washing machine, assembled; intact, 
in its own individual package. Mr. 
Justice’s plan furthermore is also 


directly intended to benefit those job- 


| bers who because of the lack, pos- 


catalog No. 34-F. | 


sibly, of proper facilities for assem- 
bling and wiring, or because they feel 


| that the incidental trouble and expense 


| days of keen competition, a reason- 





will not permit them to secure in these 











“CENTRAL” 
Rigid Steel 


CONDUITS 


WW 





*‘Central Black"’ is made for 
users who prefer an 
enameled conduit. The 
enamel on “Central Black” 
conduit will withstand the 
most severe treatment, and 
will not crack or flake when 
the conduit is bent. 


Approved by the Under- 
writers Laboratory. 


“‘Central Black” 
(Enameled) 


“Central White” 
(Galvanized) 


CENTRAL TUBECO. 


PITTSBURGH, PA. 

















TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 
Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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@) NATIONAL 








A GENERAL ELECTRIC PRODUCT 





Window and Store Front—Make 
full use of your windows to 
display lamps and to bring 
passers-by into the store. Keep 
them well lighted. 


Store Interior Set-up—So iden- 
tify your store with National 
MAZDA lamp “earmarks” that 
customers will be constantly 
reminded that you sell lamps. 


Word -of- Mouth Selling — Ask 
people to buy lamps. Help 
them to select the right lamp 
for each socket. 


Outside-the-Store—~ Employ 
some outside sales effort to in- 
crease the number of lamp 
buyers you serve. 


—jrewame Stars 
in a NewSetting 


HE four methods of selling which you can 

profitably apply to lamps, are set forth attrac- 
tively and forcibly in this new ‘‘Four Star Book’”’. 
It deserves a careful reading by everyone selling 
National MAZDA lamps. If you're selling these 
lamps and didn’t get your copy—write for it today, 
giving your firm name. National Lamp Works of 
General Electric Co., Nela Park, Cleveland, Ohio. 





MAZDA LAMPS 
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THREAD TG 
ENAMELED CONDUIT 


ARKD 


PATENTED 


SIA 









Couplings and EIl- 
bows, enameled and 
galvanized, and the 
patented Thread 
Protected Enameled 
Conduit —there are 
quick sales, steady 
sales for you in 
Pittsburgh Standard 
Rigid Conduits. 


Enameled Metals Co. 
PITTSBURGH, PA. 








yaeaeeane 


) ORICATED 


(Enamelled) 





Coes 


GALVADUCT” 





(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 











able margin of profit, have hitherto 
hesitated to enter the field of lighting | 
equipment. 

Mr. Justice is qualified to initiate 
and to successfully carry into execu- 
His 


twenty-five years in the lighting fix- 


tion the plan outlined above. 


ture business as a salesman, jobber 
and manufacturer, has given him a 
keen insight into the needs of that in 


dustry. 


* * ! 

New Hubbard and Co., Sales | 
Managers 

Hubbard & Co., of Pittsburgh, Pa., | 

announce the appointments of Fred 

E. Norman, manager of 

A. R. Robitzek, manager 


* 


specialty 


sales and 


| of hardware sales. 





be gladly extended. 


| dustries, 





Mr. Norman has been advertising 


manager for the company for the 











A. R. Robitzek 


F. E. Norman 


past three years. He has had a broad 
experience in pole line construction 
from the practical and sales stand- 
point. Fred will cheerfully furnish 
any information at his command. 
Mr. 


ware sales, likewise has had a broad 


Robitzek, manager of hard- 


experience, the benefit of which will 





* *£ «© 
Steelduct Has New Coast 
Representative 


R. Wolfsberg, better known to the 
trade as “Dick,” who has been asso 
10 years with the Allied In- 
Manufacturers’ Agents, and 


ciated 


| in charge of their Los Angeles, Calif., 


office, has withdrawn and opened a | 
competitive manufacturers’ agency 
under the firm style of R. Wolfsberg, 
Inc. Mr. Wolfsberg was formerly 
connected with the Southern California 
Co. 


The new firm represents the Steel- 


Edison 


duct Co. of Youngstown, Ohio, manu- 
facturers of enameled and galvanized 


' conduit and fittings; and the Stefco 





Steel Co. of Michigan City, Ind., man- 
ufacturers of sectional steel buildings. 











BLUEBELL 


Door Bell 


Transformer 





Salesmen— 
Here are 5 points to remember when sell- 
ing Killark transformers: 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 














eat ee ee 

















Discriminating Travelers Prefer 


Hotel Lincoln 


WHEN IN INDIANAPOLIS 


400 ROOMS 3i?as 


together with many other comfort 
features at most reasonable rates. 








Thereis but one price to everybody. 
Rates postedin each room. 





Rooms with shower bath $2.50 
and upwards 

Rooms with tub bath $3.50 
and upwards 





Conveniently located in the heart of 
Indianapolis, on WASHINGTON ST. 
( National Trai} ) at Kentucky Ave. 


Management R. L. MEYER 
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“STANDARD” MAIL BOXES 


Insures Safety of Mail 








A QUALITY PRODUCT, AT PRICES 
THAT WILL INTEREST YOU 


The Most Complete Line 
Manufactured 
Made with 
Cast Brass Front and Doors. 
Sheet Brass Front and Doors. 
Sheet Steel Front and Doors ‘Brass 


Finish”’ 

Approved by lt S. Post Office Department. 
THE box that gives Satisfaction. 
Write for prices and_ territorial 

rights. 


STANDARD SALES & MFG. CO. 
Dept. B, 103 Park Ave. 
NEW YORK, N. Y. 














BRUNT 
Guatiry PORCELAIN 


QUALITY 
| 





Manufactured under 


license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 

























BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 


ger. 


main office of the factory in New York. | 








George W. Dunham Corpora-' POYEYUYEYUYUYEYEYUT UYU UYU Yr 


tion to Manufacture New 
Washer 
A new arrival in the electrical ap- 
pliance industry is the George W. 
Dunham Corp. of Utica, N. Y., re- 
to 
electrical labor saving appliances. The 


cently incorporated manufacture 





James McClymont 


company will market, as its initial 
product an electric centrifugal washer 
and dryer, 

Several national figures both in the 
electrical and automotive field are as- 
sociated with the company. The pres- 
ident, George W. Dunham, is a past 
president of the Society of Automo- 
tive Engineers and is a widely known 


He 


sulting engineer and assistant general 


consulting engineer. was con- 
manager of the Savage Arms Corp. 

The vice-president and treasurer. 
Richard U. Sherman, is president and 
the Pratt Chuck Com 
pany of Frankfort, N. Y., and con- 


treasurer of 
nected with several other companies. 
McClymont, 
and sales manager, has been active in 


James vice-president 
the electric appliance field for years, 
of the 
appliance division of the Savage Arms 


recently as director of sales 


Corp. and previously as secretary and 


| treasurer of the Laundryette Sales Co. 


of New York, N. Y. 
* 

Estey Heads Priess Sales 
The Priess Radio Corp. of 698 
New York, N. Y., 
nounces the appointment of F. Clif- 


* 


Broadway, an- 


| ford Estey to the post of sales mana- | 


His headquarters will be at the | 


He intends to travel a great deal. 


| 











AISLELITES 


Aislelites are opportunity for more 
sales. They light the aisles of motion 
picture theatres with a diffused light. 
They eliminate overhead and side lights 
and make going in and out of theatres 
quick and safe. 


You can sell complete installations to 
motion picture theatres and auditoriums 
in your territory. 


Every electrical contractor and every 
architect specializing in theatres will 
buy and specify Aislelites. Get the 
order for yourself. Full selling infor- 
mation and jobber proposition on re- 
quest. Send for it. 


EXHIBITORS SUPPLY 


COMPANY 
825 S. Wabash Ave., Chicago, Ill. 


(THYMYUYUYUTUYUY Yea 























A man is known by the hotel 
he selects. 


A hotel is known by the pa- 
trons it keeps. 


Discriminating people who ap- 
of Hotel 
Cleveland are the kind of pa- 


preciate the spirit 


trons we seek. 


1000 rooms 1000 baths 
Rates Reasonable, too 


HOTEL CLEVELAND 


| Cleveland, Ohio 
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Velvet Frost 


Reg. U. S. Pat. Off. 


Enables you to per- 
manently frost any 
clear lamp in 2 
minutes. Safe and 
economical to use. 
24%, 5 and 10-lb. 


cans, 





McKAY COMPANY 


275 Water St. New York City 
Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGIN 


Peerless Patent Book FormCards 
are used by many of America’s 
largest card userse—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


Use cons Sit, CHICAGO 





















| 


é‘ , 
| broadside on Day-Fan sets, featuring | 


THE HaHswitcr ENGINE 





| Baum nlere Ke Leyte beage’ 


ss ai 








Here is a new advance card which Hart | 
and Hegeman salesmen are sending out to | 


their prospects—a novel idea. 





Latest Trade Literature 


Dayton Fan and Motor Co., 
Dayton, O.—A 4-page two-color 


| Daycraft and Dayola. 





General Electric Co., Schenectady, 
N. Y.—Catalog 6008, called specific- 
ally the “Electrical Contractors Cat- 
alog”, showing the G. E. line and 
adding a wealth of tables and infor- 
mation. Another useful book is the 
G. E. 1925 Diary, with maps, tables, 
census figures, and space for telephone 
numbers, addresses, etc. There is also 
“Pendant and Bracket Novalux Bulle- 


| tin No. 43525.” 





























“ogee 
apiteg dabers 

















| 


| be followed soon by Standard’s new | 
“Instruction and Cook Book”’ which is | 


Multi Electrical Mfg. Co., Chicago, 
has issued a new illustrated catalogue 





covering «““Powerlets” and other multi | 


fittings. 

Beardslee Chandelier Mfg. Co., 
Chicago, Ill—A 48-page catalog list- 
ing “Sheraton” and “Minuet” home 
luminaires. Catalog S-7 known as a 
24 hour shipment lattes as every- 


| thing listed is available in that length 


| of time. 
The Standard Electric Stove Co., 


Toledo, O.,—Catalog No. 14, cover- | 
| ing the line of “Standard” ranges in- 
| cluding several new models. This will | 


| <a , 2s 
| on the press. “Standard News’”’ is the 








official house organ of the company 


The Eagle Radio Co., Newark, N. 
J..—An unusually attractive and 
interesting 36-page booklet entitled 
“Eagle Hand Book” for the use and 


_ benefit of owners of the Eagle neutro- 


dyne receiver. It is really a radio 
education in itself. 

The Hubbard Linebuilder is a 
monthly publication for the purpose 
of linking the users with the manu- 


facturer in a more personal and inti- : 


mate way. A card mailed to the ad- 
vertising department will place your 
name on the mailing list for each of 
these publications. 

































ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


IEA 
Mad Specialties. 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 


A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT ©O. 


TRENTON NEW JERSEY 








The 














WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 





| and will continue to appear monthly. | 


No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


‘S. H. STOVER & CO. 
PITTSBURGH, PA. 


CONDENSER 
it ra e Worm Drive 
the VERNIER 


PLATE 
22> only *50 : 
Jor Sale 
Everywhere 





| 


AMERICAN BRAND CORPORATION 
8 WEST PARK ST. NEWARK. N. J. 
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Federal Porcelain Co., Carey, O.— 
Condensed catalogue of standard elec- 
trical porcelain. It is small, light and | 
easily carried by jobber salesmen. | 

| 


New Price 


15c 
EBY 


MERCHANDISED Binding Posts 


: eeu 

Robbins & Myers Co., Springfield, | 

Nationally advertised, attractively packaged qual- Ohio—“Going after 1925 Fan Busi- | 
ity merchandise. Tops furnished either plain or ie : 

engraved in 25 different markings, and they don’t | ness’’ is the title of an elaborate book- | 

| 


Connecticut Electric Mfg. Co., | 
Bridgeport, Conn.—Pamphlet in five | 
colors illustrating a new line of 
Bakelite wiring devices. | 


























! , ‘ ° . : . AUDIO TRANSFORMER 
“Standard Equipment on 150 Manufacturers’ Sets || Jet which has tipped in samples of all CHOICE OF 
| : ee ° 35 SET MANUFACTURERS 
H.H. EBY MFG. CO _the advertising and sales material || Ratio 3% to1 and 6-1 Fits all hook-ups. 
—s ee ee issued by the company to create 1925 | = hoe mony Oe 
Philadelphia, Pa. business. Transformers of Merit for 15 years. 
| cago, Il].—‘“Sterling” silvered glass 
| 


reflectors with enduring lustre are de- | 


scribed in a handsome catalog. This | CEDAR POLES 


is a new line and the book contains a | Northern 
host of suggestions on the new prod- White Cedar 


uct, methods of installation, etc. 


| 
| 
Reflector & Illuminating Co., Chi- | 





Beardslee Chandelier Mfg. Co., | ba «A 
Chicago, Ill—A new catalog (S-7) 
containing illustrations, descriptions Plain or 
and prices of between 400 and 500 Butt Treated 


chandeliers and brackets. The thing 
PHILLIPS WIRE COMPANY that will particularly interest dealers T. M. Pa rtridge 
in this catalog is the fact that every Lumber Company 

PAWTUCKET, R. I. _ item listed can be shipped within 24 Minneapolis, Minnesota 

| hours after receipt of order. 




















Herzberg with Wagner Electric | ef = ‘Galvanized 
cae | wfiae Pipe 


The many friends of A. E. Herz- | 
berg, for 15 years with the B-R Elec- i '- and ? 
tric Co. of Kansas City, Mo., and sales || @ ue Conduit 


manager of that company for the last — 
three years, will be interested to learn | F ® Straps 
that he has accepted the position 

of manager of the transformer sales 
lepartment of the Wagner Electric 
Corp., St. Louis, Mo. Mr. Herzberg 
is well and favorably known in the | 
jobbing field and his many friends 


will wish him a full measure of suc- 
SBSREGRRERHGEHRSSVSRESe e- : ; , 
cess in his new duties. - . 
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YAGER’S 


Soldering 
Salts — Paste 








They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 


ALEX. R.BENSONCO.,Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 





© MERWIN 
MFG. CO. 


ERIE, PA. 
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Freeman and Trenton Porcelain |F& =23 SEBS 


> ———_— 





Wrigley for Quality 








STEEL TOGGLE BOLT Consolidate 1 © NORTHERN WHITE 
Announcement is made that the WESTERN RED 
E. H. Freeman Electric Co., of Tren- | GUARANTEED GRADES 


ton, N. J., and the Trenton Porcelain | 
Co. of the same city have been con- 


24Hour:< Service. 


BUTT TREATING 
ANY SPECIFICATION 














solidated and will hereafter be known 


HOOD RIVETED ON 













ai ‘ , uHow & 
as the Circle F Mfg. Co. This con- ! Let Us Show Yo A 
Wrigley Toggle Bolts bem le & ToCashinOnBELL Poles 
Made of heavier gauge steel. solidation is not accompanied by any SEND FOR BOOKLET CONTAINING? 
- ABLE 
Can be put through smaller holes : as : SS ALY 2 = 
than average toggie bolt. change of management, organization FSS age JA “ 
First Toggle Bolt made. or business policy. Both companies |§ = ¥ = a CO. ee 
The Thomas Wrigley Co., | fo 1a 





named have been in business for more | *{h¥s-. MINNEAPOLIS, MINN.-2?=* 


than a score of years. 


504 Sherman St., Ohicago, TH. 
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Every Jobber’s Salesman 
should have a copy of 
our Booklet 


ommercial 
Lighting 


You will find in it — nina a 
units suitable for 
practically every 
kind of commercial 
installation, from the 
little neighborhood 
store to the big de- 
partment store, high 
school, bank or hotel. 


All units are priced complete (except lamps) including 
wire, sockets, glassware and boxing, F. O. B. Chicago. 


We can make 24-hour shipments direct to your dealers. 


Write today for copy of this booklet. It will aid you in 
picking up many orders that you might not otherwise get. 


Beardslee Chandelier Mfg. Co. 


218 South Jefferson Street Chicago, Illinois 
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EVEREADY 


In that deep, dark closet—wase your flashlight! 











Don’t grope in dark closets. Use your 
ru 


flashlight! To rummage in dark or dim 
lighted places, use your flashlight! You can 
plunge a lighted Eveready into the most 
inflammable materials with perfect safety. 
Bright light right where you want it. Safe 
light, wherever you need it. Keep an Ever- 
eady where vou can get your hands on it 


instantly for those countless uses after dark. 





Improved models meet every need for light 
—indoors and out. There is a type for 
every purpose and purse New features. 
New designs New reasons for owning 


this safe, handy light. 











Reload your flashiizhts and keep them on 
the job with fresh, strong Eveready Unit 
Cells. And if you haven’t a flashlight, see 
the nearest Eveready dealer at once. Buy 
the improved Eveready Flashlights from 
electrical, hardware and marine supo)\ 
dealers, sporting goods and general stores 
garages and auto accessory shops. 

Vanufactured and guaranteed b 
NATIONAL CARBON CO., Iwx«¢ 
New York San Francisco 


Nationa bon ¢ I ed, To 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


—they last longer 








Eveready advertising delivers a 


selling punch 


REPRODUCED herewith, greatly re- 
duced, is a sample of the 1925 
advertising, which appears in color 
pages in The Saturday Evening 
Post and other publications, and in 
liberal space in black-and-white in 
a tremendous list of general, fic- 
tion, farm, sporting, juvenile and 
women’s magazines—also the 
great metropolitan newspapers all 
over the United States. 

A reading audience of thirty 


millions is a conservative estimate 
of this advertising coverage. This 
forceful advertising with such wide 
distribution is bound to bring results 
greater than ever, to every dealer 
handling Eveready Flashlights and 
Batteries and Eveready-Mazda 
Flashlight Lamps. See that these 
products are prominently displayed 
in the windows and stores of your 
dealers. Urge them to use the new 
free Eveready display material. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 


Atlanta Chicago 


ian Nati arbon Co. 


Dallas Kansas City 


Limited oronto, Ontario 


EVEREADY 


















































“LUMINIZED” Bull Dog Safety Switch Black Finished Safety Switch 


‘Luminized’ Switches Increase Sales 


Salesmen will appreciate the sales appeal in a ‘Luminized’ Bull Doz Safety Switches 
comparison of ‘Luminized’ Bull Dog Safety resist rust, acids and alkalies, have Fuse 
Switches with the ordinary black finished Clips of Vandam Bronze, Cable Terminal 
switch. ‘The illustration above, from an un- Lugs of solid copper rod cold flowed to 
retouched photograph, shows the greater shape, Break Jaws of 'Tvpe “A” machine 
luminosity of ‘Luminized’ Bull Dog Safety construction and Interlocking Mechanism 
Switches. This feature makes for safety and which prevents opening cabinet if switch is 


convenience. In every detail of action and ‘On’ or throwing ‘On’ if cabinet is open. 
appearance they represent the ultimate in The Quick-Make feature insures against 
safety switch construction. accidental throwing ‘On’ of the switch. 

The great modern plant of the Mutual Electric and Machine Company, shown below, will be 

of interest to salesmen as indicating the tremendous manufacturing facilities behind the pro- 

duction of the Bull Dog Safety Switch. Desirable economy results from our quantity pro- 

duction. 


MUTUAL ELECTRIC AND MACHINE COMPANY 


DETROIT Gem MICH. US. A. 
Eade 


. a: 
BuLwtlUoas 
SAFETY SWwWiTCHES 


SWITCHBOARDS-PANELBOARDS-CABINETS 
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